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NON-SLIP BACK 
GENTLY, FIRMLY HUGS THE HEEL 





FULL TREAD BALL 
AMPLE TOE ROOM 






ARCH GUIDE 
RUBBER HEEL 


OSTEO 
UNLOCKED 
SHANK 
STRAIGHT 
MEYER 
INSIDE LINE 
3 POINT PATENTED 
BEARING P— FLEXIBLE 
DISTRIBUTES ARCH 
BODY WEIGHT 
EQUALLY 
1_ARCH GUIDE 
RUBBER HEEL 





STRATFORD Osteo-Welt 


Style 3590 —Dull Black Kid....... .$5.00 
Osteo Last, 10/8 Lesher Heel, Arch Guide 


t Top. 
AAA 534-10 AA 5-10 A 4-10 
B 334-10 C 3-10 D 3-10 


The flexible Osteo unlocked shank insures per- 
fect flexibility and encourages correct posture. 
This last is shapely, yet modeled to give full 

freedom of action in walking. 


Queen Quality Shoes are 
Nationally Advertised in 
HARPER'S BAZAAR 
LADIES’ HOME JOURNAL 
WOMAN'S HOME COMPANION 
AND DELINEATOR 
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Pur BACKBONE INTO WINTER SALES 
THIS 


Qu ALITY- BUILT 


(lec [Pelt 


Queen Quality offers you not only a versatile, highly 
styled line of shoes such as provides a sound basis for 
successful winter sales .... but also a line of welts that 
is fully rounded out by the additional sales-winner of 
the season, the Queen Quality Arch Form Osteo-Welt. 


Styled to conform to the correct shape of the foot, the 
(patented) Osteo Unlocked-shank feature provides for 
the distribution of the weight of the body in a manner 
affording muscle support and permitting the natural 
action of the foot in walking and proper position when 
standing. By this means the weakened and overstrained 
foot muscles are strengthened with proper exercise. 


The Queen Quality line includes a complete stock of 
style shoes in the season’‘s prevailing materials; also a 
complete stock of Arch Form Welts and Arch Guide 
Welts on the floor for immediate delivery. Send for our 
catalogue. 


QUEEN QUALITY SHOE CO.7 ST. LOUIS, MO. 


Branch of International Shoe Co. 

























MAYBURY Osteo-Welt 


Style 3545 — Dull Black Kid, Gun Metal 
pe ho” ae SA $5.00 
Arch Form Last, 14/8 Covered 
uban Heel. 
AAAA 6-10 AAA5-10 AA 4%-10 
A4-10 B3%-10 C3%-10 D4-10 
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The VOICE of the TRADE 


= Filene 


of Wm. Filene Sons, Boston, 
Mass., heads the new Committee 
on Trade Practices in Production 
and Distribution and says: 
“Unfair business practices are 
of two kinds. First, those that 
occur between competitors. Sec- 
ond, those that occur between the 


SINESS 





buyer and the seller. The work of 
the new committee will at first 
probably be confined largely to the 
latter field. Few attempts have been 
made to touch the much closer and 
more continuous relationship be- 
tween the buyer and seller, the pro- 
ducer and distributor, yet unfair 
practices have crept in and multi- 
plied in this joint relationship, that 
have created wastes amounting to 
many millions of dollars annually. 

“Business men throughout the 
country are today faced with an 
opportunity of beginning, once and 
for all, a process of house-cleaning 
which over the years will most cer- 
tainly make for more _ profitable 
business, more stable business, 
and more social stability.” 

+ 9 


E. T. Wright 


of Rockland, Mass., celebrates his 
8st birthday on Nov. 6. 


“Pop” Wright, veteran shoe 


manufacturer, has been honored 
hy the citizens of Massachusetts 
to high office in years gone by, but 





he treasures most his legion of 
friends in the trade. Confined to 
the house, he still maintains cor- 
respondence with friends of long 
standing, who usually remember 
his birthday with greetings and 
salutations. In the fullness of his 
years, he continues to be an in- 


spiration to the trade. 
* oe * 


Frank A. Nunn, 
president of the John Ebberts 
Shoe Company of Buffalo, N. Y., 
says: 

“Our factory has been kind of 
a family guild since it was started 
back in 1882. Back in those days 
we made slippers, but for many 
years now we have concentrated 
on the production of women’s 
health shoes. Many of our work- 
ers have been regularly employed 
awoTHER EBBERTS wWoRKER. 

t ¢ 





for 30 years. Sons, daughters, 
cousins, sisters, brothers, nieces, 
aunts and uncles now are on the 
payroll. 

“Take for example the Ruhland 
family. John has been in the mak- 
ing department for 29 years. His 
brothers Andy and Frank have 
been in the Goodyear and finish- 
ing departments 18 years. Along 
came Andy, Jr., 10 years ago and 
he’s trimming heels. In every de- 
partment of the plant there are 
groups related to each other, with 
the result that we consider this one 
big family.” 
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None of the old Ebberts family 
is engaged in the shoe business, 
but the Ebberts’ name is contin- 
ued. John Ebberts turned the fac- 
tory over to his younger son, 
Martin, who sold his interest in 
1910 to go west, where he amassed 
a fortune from Texas oil gushers. 





The Cleveland Stadium 
has increased sport shoe business 
for the downtown stores of that 
city. The adoption of the stadium 
by local colleges has resulted in 
larger crowds in the downtown 
area. 

Brogues and rough leather 
sports shoes for men had a big 
demand in the Spring, which has 
carried through the Summer and 
early Fall. Football has been re- 
sponsible for increasing the sport 
shoe turn-over in women’s depart- 
ments this Fall and last. Many visi- 
tors from smaller outlying towns 
and cities have waited to do their 
shopping in the larger city when 
a football game visit was ex- 
pected. The fact that visitors 
usually stay over from one to 
three days makes this type of bus+ 
ness more lucrative. 

x OK 


Ski boots 


and moccasins for snow shoeing 
are already on sale at stores in 





12 


White Mountain resorts, and 
mountain folks are looking ahead 
to another good season for winter 
sports. The Appalachian Moun- 
tain Club has started on plans for 
keeping mountain trails open all 
winter. The early offering of 
winter sport shoes, and other 
equipment, is for the benefit of 
those sport folks who journey to 
the mountains for outings the year 
round, whatever the weather. 


* * * 


! « M. Kay, 


president of the Berland Shoe 
Stores, Inc., operating 46 retail 
stores in 30 mid-western states, 
forwarded $5 gift checks to each 
of approximately 400 employees 
and urged them to buy something 
-—‘something that you need.” The 
checks were printed on red, white 
and blue paper, saying: “This 
check void unless spent within one 
week of date, and is only valid 
with concerns displaying the blue 
eagle.” 

The gift to the workers was 
tangible token of the concern’s 
endorsement and cooperation with 
the President’s “buy now” cam- 
paign. 


* *« * 


E:nest C. Blackwell, 


popular sales manager of the 
Spaulding Fibre Company, No. 
Rochester, N. H., set out for 
Labrador the latter part of Sep- 
tember on a two-week jaunt only 
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to end up twelve days later en- 
route to Battle Harbor, the most 
northern Grenfell post, in the 
midst of a 75-mile gale or hurri- 
cane, which lasted for two days 
and two nights. 

While marooned up in _ the 
frozen region of Labrador, he 
found the natives up there were 
making all their own footwear— 
the uppers entirely of deer skin 
and the soles of wood, to conform 
to the shape of the foot and re- 
enforced with iron. He improves 


the native product with a sugges- 
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DO YOU KNOW? 


—Do you know that the world stock of 
gold would make a cube only 37 feet 
each way—about the size of a two-story 
house? 

—The credit and money structure of the 
whole world rests upon that little cube 
of gold. 

—Do you know that if all the confidence 
in the world were squeezed together, 
it wouldn’t make a tangible substance as 
big as an atom? 

—And yet, if confidence were functioning 
in a normal manner, it would make that 
cube of gold turn over so fast that we 
would soon be enjoying the greatest 
prosperity of all time. 

—All of which goes to prove that tangibles 
and intangibles may oftentimes seem in- 
significant in quantity, but at the same 
time may be all-powerful in influence for 
good or evil. 


Zece 6 TER 


President. 








tion to include a Spaulding 


Counter. 
* * * 


-™ Hahn, 


president of the National Retail 
Dry Goods Association, says of 
the code: 

“Controversial points have for 
months agitated the trade and yet 
now, that it is signed, I am sure 
retailers will do their best to work 
under the code and make their 
operations contribute to the suc- 
cess of the NRA program.” 


* * * 


The general 


planning committee of the Tan- 
ners’ Council of America, in ses- 
sion for interpretation and ruling 
under the leather code, clarifies 
export terms as follows: 

“Sales made by a member of the 
leather industry to a foreign cus- 
tomer, shipped and billed by the 
tanner direct to foreign countries 
are not subject to the 2 per cent 
restriction for cash payment in 30 
days. 

“Export houses buying from a 


tanner for export distribution 
must file affidavits or reasonable 
proof that leather is for foreign 
shipment and consumption only. 
The term domestic as used in the 
code should be interpreted to refer 
only to transactions within the 
continental United States.” 


* * * 


The Weekly Bulletin 
of Oct. 14, says: 

“At the start of the present ad- 
ministration the voice of inflation- 
ists and partisans of devaluation 
was loudly proclaiming the fact 
that a decline in the gold content 
of the dollar would automatically 
raise the price of commodities. 

“This was believed and accepted 
as atruism. All markets rose vio- 
lently. Speculators outdid them- 
selves and merchants tried hard to 
keep pace, often against their 
judgment. If the former did not 
know it, the latter could not forget 
that any market can be manipu- 
lated upward, but that unless con- 
sumption appears the rise cannot 
be sustained. Commodities were 
considered a safe investment, a 
sure haven for fast depreciating 
dollars. Hides, which had been 
at 414c. during March, advanced 
cent by cent and by the first week 
of May had reached 9c. for light 
native cows. Then a 12c. market 
was visualized, and became an 
actuality four weeks later. A 15c. 
market was in the rainbow, but 
14c. was the best anyone could 
pay. The rest of the story is too 
recent ; everyone knows it. Early 
in September a market of 18c. was 
reported in the offing, but instead 
13c. was paid. Declines followed 
in quick order, the break of last 
week to 9'4c. showing Mc. great- 
er loss than generally expected. 
On Tuesday afternoon came the 
news that 9c. had been accepted 
for 35,000 light cows and 8c. 
for branded cows. 

“The market is back to late 
April and early May. One point, 
however, should not be lost—it is 
the gold value of the dollar, late 
April and on Oct. 9. Here we 
have a similar set of prices in 
paper cents, but too widely differ- 
ent prices in gold cents. Against 
a depreciation of 12-15 per cent 
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late April we have a depreciation 
of 35 per cent. In other words, the 
price of hides as expressed in paper 
cents has dropped in sympathy 
with the gold value of the dollar. 
Exactly the opposite of the theory 
of cutting the gold content to raise 
paper prices. Thus far supply and 
demand, plus their inseparable 
friend consumption (to which 
must be added some little matters 
like financing) are still among us.” 
* * * 


A new clock, 


high up over Bryant Park, New 
York City—facing Forty-Second 
Street, tells the story of time and 
spells out in neon lights: “Enna 
Jettick shoes are service.” It is 
one of the sights of the night in 
New York City. 


* * xX 


Pp hil Klevan 


of Klevan Bros., Altoona, Pa., 
writes to N. C. Evans commenda- 
tion on his article “Keeping a shoe 
store in trim,” which appeared in 
the Sept. 16 issue of the Boor 
AND SHOE RECORDER: 

“We have had considerable con- 
troversy with one of the stores 
wherein we have a shoe depart- 
ment and your article had a great 
deal to do with breaking down 
considerable feeling and has made 
for a finer insight to the condition 
of the shoe department, for which 
we are duly grateful.” 


* * 


Montana's shoe bill 
for the coming year will be more 
than $70,000. The State purchas- 
ing agent has awarded contracts 
for 1575 pairs of men’s shoes and 
1477 pairs of women’s shoes. They 
are for inmates of the State’s hos- 
pital, prison, school for the deaf 
and blind and the orphans’ home. 

* * * 


Harry Gilbert 
has just completed the fifth addi- 
tion of 5000 sq. ft. to his store in 
Columbus, Ohio. This store was 
founded 27 years ago. In line 
with the policy of naming each 
addition after the prevailing busi- 
ness conditions, the most recent 
addition is named the NRA addi- 


tion. The first addition was the 
World War addition, then the 
Prosperity addition, next the De- 
pression annex, and now the NRA 
addition. 

The concern has more than 
200,000 pairs of shoes in store. 
The store specializes in regular 
goods, factory close-outs, bank- 
rupt stocks and seconds. 

Harry Gilbert is president; 
Herman Rosenthal is vice-presi- 
dent; Samuel Rosenthal, secre- 
tary; J. H. Gilbert, treasurer; 
Harry Berenfeld, advertising man- 
ager, and Ralph Shopshire, store 


manager. 
* * * 


The Boston 


News Bureau says: 

“October has been a slow month 
in the leather business, with much 
uncertainty over the trend of prices 
and prospective tapering off in 
shoe manufacturing operations 
after the high rate of production 
which characterized the first nine 
months of this year. There has 
been extensive buying of hides in 
the past two weeks by tanners at 
reduced price levels and a new sta- 
bilization of the market may well 
lead to more confident buying of 
leather. 

“Hide prices broke another cent 
a pound when approximately 
100,000 were sold in the packer 
market late Saturday on the basis 
of 8 cents a pound for light native 
cows and 7% cents for branded 
cows. Hides have dropped three 
cents a pound within two weeks 
with very large sales made in this 






o 
FIRST PRIZE 
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period. These aggregate close to 
1,000,000 hides. 

“Last summer light native cow 
hides sold at a high of 14 cents a 
pound and branded cows at 13% 
cents. Current prices represent de- 
clines of 6 cents a pound, or 42.8 
per cent to 44.4 per cent.” 

* OF * 


A. A. Fisher, 
General Superintendent of the 
Post Office, Washington, D. C., 
writes : 

“Tt is thought possible that an 
article appear in your publication 
to the effect that the Post Office 
Department is requiring all parcels 
containing shoes to be tied with 
twine instead of gummed paper 
tape. 

“This was contemplated on ac- 
count of so many complaints re- 
ceived from postmasters that par- 
cels containing shoes, fastened 
with gummed paper tape, were 
being received in bad condition, 
the tape being broken and the 
shoes exposed. But upon protests 
from a number of shoe manufac- 
turers that the Department was 
imposing unreasonable restrictions 
on them no action was taken to in- 
sist on the use of twine but that 
the boxes be wrapped with tough 
paper and fastened with the better 
quality of gummed paper tape. 

“It may help the shoe trade to 
know that the use of twine is not 
compulsory when the boxes con- 
taining the shoes are wrapped with 
tough paper and fastened with the 
better quality of gummed paper 
tape.” 







GRAHAM HUNTER» 





Shoe manufacturer's Son: “Take it easy, Gran’pa—we're just figuring how many soles 
she’s good for!” 
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Every Shoe Sale Kills a Wolf 


By ARTHUR D. ANDERSON 


Editor, Boot and Shoe Recorder 


‘ie big bad wolf 
has been stalking the stores of the country for weeks. 
During September and October retail trade has been 
off to such a degree that it has alarmed not only the 
merchants and manufacturers but the entire industry. 

It is true that trade was good in July and August 
but only because industry has said: “Wolf, Wolf. 
Prices are going higher. You had better buy the 
goods now or you will pay much more.” That part 
of the public that had money for retail goods bought 
in those weeks and sales totals the country over made 
new high levels in August. But then along came 
September and the public began to say: “Who’s afraid 
of the big bad wolf?” And for eight weeks retailing 
has suffered almost a buyers’ strike. Of course there 
are exceptions, but only with those organizations which 
retained their long established price levels. 

Stores which were forced to step up their prices of 
shoes found a decreased sale. This expressed itself 
not so much in protests on price over the fitting stool 
as in absence of customers from the store itself. The 
great middle class of white collar workers of the coun- 
try found that under the codes no particular benefits 
came their way. Workers who were in the minimum 
PIII AAAI AAAI AAA AAA AAAI AAAI AIA AAAI NAINA AIA AI SII IK 


EVERY SALE YOU MAKE IS A NATIONAL RECOVERY ACTION 


You may serve without gold lace or silver bars. You may never wear 

even a chevron. You, the individual, will probably be an unsung 

hero—like the millions who have served as faithfully in other 

emergencies. But if your effort—with that of millions of other sales- 

men and saleswomen hastens the coming of better times for all, 
you'll be glad you helped. 


eee eeessccccsccccecccecccccceecssens! 
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wage scale group profited through jobs and through 
pay evnvelopes which were increased in number and 
perhaps in size. 

People who invested money found increased paper 
profits in the rise of stock and commodity quotations. 
But the same class of people that precipitated the 
buyers’ strike in 1920 found it difficult to buy retail 
goods when food and commodity prices stepped up 
without any appreciable increase in income. 

This great middle class looked upon the NRA as 
an obligation to pay more for goods, without the com- 
pensating advantage of more in the pay envelope. 
Whether or no there has been an improvement finan- 
cially, the return of this great buying center is yet to 
be seen. 

But along comes Winter and with it the stern neces- 
sity of apparel and footwear suitable for the season. 
The inevitable demand for Winterweight shoes for 
men and closed-in shoes for women will come in 
November and December. Records show that the 
great middle class of workers buy for comfort, foot 
health and protection against the weather. The buying 
of that group which has been retarded until now, 
begins when the need is great. 

Already buying improves and the illustration on this 
page indicates the new peak of shoe sales inevitable 
this year. Previous seasons showed an October peak, 
delayed sometimes because of exceptional conditions. 
The new November-December peak is in- 
evitable this year, not only because of 
these purchases of seasonal footwear but 
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of Want . . - 


in anticipation of the holiday and Christmas season. 
The great middle class carries the retail trade load in 
the holiday and Christmas season. It has always been 
so and perhaps always will be. 

Gift giving will be more practical and prediction is 
made for a greater play of sales in retail shoe stores 
during the holiday season. It is the retail dealer's 
function now to stimulate spending power. There 
have been actual increases in customer income in the 
minimum and low wage brackets. There has been no 
further decrease in the total customer income in the 
middle class bracket and there has been evident in- 
crease of purchasing power in the higher brackets due 
to the better business and stock market situation. 

Every reliable index of income and of retail sales, 
therefore, points to a new peak in retailing in Novem- 
ber and December. But this peak can 
only be achieved by increased vigor of 
selling. Every salesperson must realize 
that a sale made is a silver bullet 
fired against Winter and want— 
for with every pair of shoes 
sold a new pair is needed and 
the machinery of industry 
is set in motion. This is 
no time for retarding sell- 
ing effect. 


Mtl <3 
NOVEMBER 








Every Salesman Should Know That: 


Your sales must help to keep jobs for those that have jobs. 

Your sales must help to create jobs for those who need jobs. 

Every sale that you make creates a further need for production. 
It is only when you, as salesmen, empty shelves, racks and store 
rooms of their merchandise, that your firm can place orders for 
new goods. 

The future of the NRA depends upon consumer buying. If you 
don’t sell, all the effort that has gone into NRA is lost. 

But, suppose every salesperson in all the stores in this country, 
made an “extra sale” to every customer! Imagine the millions of 
dollars that would start moving. Imagine the tremendous need for 
new merchandise that would arise in the weeks prior to January 1, 
1934. 

As a salesman under the NRA you are contributing of your ability 
to a great cause. You're helping the nation toward recovery. That 
is why the President looks to you to do your best. 

If you’re a better salesman, you can earn more. You can spend 
more for things you want. Your job’s more secure. Advancement is 
more certain. 
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The lady in the negligee (with more 
than her share of feathers) is, of course, 
the dazzling Jean Harlow in “Dinner at 
Eight.” 


Negligee fashions look two ways this 
winter. Toward the romantic, elegant, 
period type of thing. Call it Victorian, 
Mae West or what you will. And toward 
the Chinese idea of intense colors, tailored 
lines and typical oriental detail. 


In negligees velvet is the feature ma- 
terial. Wine and fuchsia shades the lead- 
ing color. 

Flannel is the fabric with the most appeal 
to the school and college girl market. 
Velveteen, too, very important, especially 
for pajamas. 

@ 
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Trimming the 


Slipper Tree 


Fashions in Boudoir Footwear 
for Christmas—and Afterward 


An English jingle— 
hundreds of years old—applies very neatly to the boudoir 
slipper business today : 

“Christmas comes but once a year, 
And when it comes it brings good cheer, 
And when it goes it leaves us here, 
So what do we do the rest of the year?” 
Almost every retailer feels he can do some Christmas business 
in women’s slippers but too few appreciate the possibilities of 


-real activity after the Christmas trees have been carted away. 


Yet some outstanding stores and shoe departments in depart- 
ment stores. have built up a nice, year-round slipper selling. 
They manage to be very busy “the rest of the year.” They have 
built this business on a fashion basis, tying in with current 
styling in negligees, playing up to every woman’s weakness for 
lovely, intimate apparel. And so these paragraphs, while they 
are aimed immediately at Christmas, are only the November 
and December installments of a selling story that might well 
run right through the year! 

If you look into negligee fashions now you will find the same 
two influences that are effecting outer apparel—namely the 
Return to Elegance theme and the Chinese Motif. The elegance 
theme runs to velvets, metals, feathers, formality, richness. The 
Chinese theme (that was Schiaparelli’s contribution to the last 
Paris opening) goes in for intense Chinese colors; some em- 
broidery and typically oriental details—little stand-up collars, 
frog closings, mandarin coat silhouettes and so on. Take a 
turn through Saks Fifth Avenue or.Lord and Taylor or any of 
the smart apparel shops of your own city and see these Chinese 
boudoir fashions—here a white brocaded silk pajama with 
bright colored frogs, there a Chinese robe with a bright colored 
sash and high neckline. ‘ 

You can group your slippers for promotional purposes under 
these two divisions. Slippers for the Return to Elegance, 
Slippers for the Chinese Influence. (Not forgetting of course 
your felts and other standard merchandise designed just for 
comfort!) 

Into the first group go your mules, D’Orsays, bridge slippers 
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By the new Artone Process, stitched velvet and satin boudoir fashions has 
designs are tinted to give the effect a raised velvet pattern on a satin 
of separate inset pieces. background. 


and fanciful scuffs. Satin, we understand, is putting crepe in 
the shade as the leading material. This is natural enough, con- 
sidering the general importance of satin in fashion. Velvet, 
too, is excellent this year. One of the season’s best sellers is 
a velvet slipper trimmed with white California rabbit which 
comes three ways—in a scuff, a D’Orsay and a closed-up, step-in 
type. 

Ostrich and marabou trimming, always good at Christmas, 
can stand a little more exploiting than usual because of the 
emphasis on feathers in negligees. One maker thinks so well of 
marabou trimming that he has devised a new method of backing 
it up so that the flues stand up on the instep and give a much 
neater line to the foot. Metal slippers (gold and silver kid 
and a few brocades) are also important, following out the 
metallic note in winter fashions. 

One of the foremost creators in the slipper field is using a 
satin with raised design in velvet (really a cut velvet on satin). 
And it’s a big success, because it ties in so well with both velvet 
and satin, the leading materials for formal negligees. 


Win velvet boudoir fashions 
some of the high style lines are also featuring high colored kid 
suede which makes a perfect complement for hostess gowns and 
dining pajamas. 

In the more tailored slippers, where our Chinesse influence 
fits in, corduroy is this year’s news. That’s because there are 
so many velveteen robes and pajamas in the picture and because 
ribbed materials are so strong throughout the entire fashion 
scheme. The corduroy scuff is a sure fire item for a younger- 
set-gift. Girls love to shuffle along in these flat slippers and 
many boarding schools require heelless slippers. 

We asked several manufacturers and retailers about Chinese 
slippers for the Chinese trend. Two or three said, very firmly, 
that they “couldn’t sell slippers with cherry blossoms and 
dragons and gilt embroidery!” They are, perhaps, taking the 
Chinese trend a little too literally, just as so many people have 
taken our friend Mae West too literally! It is quite possible 
to feature a shoe for a Chinese negligee or pajama fashion with- 
out too much of a “Shanghai Gesture.” The subtle suggestion 
in shape or color is what is wanted, not a literal interpretation of 
native Chinese footwear, although we do believe a slipper 
manufacturer this year could get some fine inspiration from 
historic Chinese shoes. 

[TURN TO PAGE 49, PLEASE] 





A slipper that goes equally well with 





This house slipper is a gift item for 
the older woman. In either soft 


kid or boudoir materials. 


In the panel below: The first model 

sketched cleverly borrows a theme from 

shoe fashions—the ghillie laced effect, 

carried out with grace and charm in a 
formal mule. 


The satin slipper in the middle, also 
with a laced effect, has an open toe 
designed to show the tinted toe nails. 


And finally, a perfect mule for Chinese 

fashions. In satin or velvet combined 

with metal brocade, or in two high 
shades of kid suede. 
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There is holiday atmosphere and real sales appeal in this Christmas men's shoe window by Florsheim Shoe Co., Chicago. Note the effective 
panel displays of slippers, hosiery, spats and accessories. Gayly wrapped Christmas packages add to the color and interest of the display. 


Sell Shoes as the Practical Gift 


This 
Christmas 


bhere are definite and logical 
reasons why the shoe merchant is warranted in plan- 
ning for a prosperous holiday season in this year of 
1933. There will be more money in the hands of 
consumers to spend for Christmas giving. Farm in- 
come has increased, wages and salaries have been 
raised, millions of unemployed have been put back 
to work. All of which means increased purchasing 
power. But not enough increased purchasing power 
per capita to justify a spending spree on luxury gifts 
for Christmas. Unless all present signs fail, it looks 
like a practical Christmas this year. And what more 
practical gifts can be chosen for Christmas than shoes, 


But Put Holiday Atmosphere Into Your Win- 


dow Displays of Footwear and Accessories 


slippers, hosiery and the accessories that shoe stores 
sell ? 

The shoe man cannot afford, however, to rest his 
argument on the mere logic of the situation. He must 
do a selling job on Christmas merchandise and he will 
have plenty of competition. More and more shoe 
stores, in recent years, have glimpsed the possibilities 
of extra business at holiday time through energetic 
promotion of the merchandise they sell, as articles 
eminently appropriate for Christmas giving, but 
many other stores are functioning in an indifferent 
way in promoting holiday sales. To these stores 
Christmas season brings an opportunity in 1933 to 
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round out a difficult year with a definite sales spurt in 
holiday time, if they will but bend their thoughts and 
energies to the problem of Christmas merchandising, 
intelligently planned and aggressively carried out. 


oo is no better way to 
make the public footwear conscious at Christmas time 
than through a series of window displays that will not 
only express the spirit of Christmas but demonstrate 
the attractiveness of shoes, slippers, hosiery and ac- 
cessories as gift merchandise. This is not a particu- 
larly difficult thing to do, in view of the range of 
attractive gift items the shoe store has at its disposal. 
Slippers and hosiery are traditional Christmas mer- 
chandise, but shoe stores in the past have permitted 
too much of the Christmas business on these spe- 
cialties to go to other retail outlets by failure to dis- 
play and advertise them properly as Christmas gifts. 

To produce results, the thing must be done in an 
intelligent and systematic way. Great care must be 
exercised in the selection of attractive Christmas boxes 
that will convey the spirit of the season and prove an 
inducement to the gift purchaser. The store that 
spends a little more than the accustomed amount for 
Christmas boxes that are really attractive and pos- 
sessed of some elements of novelty will be more than 
repaid in extra business. Attractive Christmas car- 
tons not only supply the needed sales inducement but 
provide material for appealing window displays, truly 
expressive of the holiday spirit. 

The accompanying illustrations are shown as ex- 
amples of types of Christmas window displays that 
can be created by the average shoe store without much 
difficulty or undue expense and which should serve 








very effectively to demonstrate the range of merchan- 
ise suitable for Christmas giving which shoe stores 


offer the public. The window from the Florsheim 
store is an exceptionally good Christmas window for 
a men’s shoe store, while the one from Block & Kuhl, 
Peoria, emphasizes women’s slippers in a most at- 
tractive way. 

When to begin featuring Christmas merchandise in 
advertisements and windows is a practical question, 
which is practically answered by the calendar this 
year, inasmuch as Thanksgiving falls on the last day 
of November, leaving but three weeks and a day 
for the Christinas selling season. That means that 
Christmas promotion should begin immediately after 
Thanksgiving. The Monday following will be none 
too soon to put in a Christmas window display, which 
might well be built around some such theme as this: 
“Shop Early and Shop Wisely for Christmas.” Fea- 
ture this slogan in big letters on the window back- 
ground and use it for a heading for your first news- 
paper advertisement to usher in the holiday selling 
season. Follow this slogan with a smaller subheading : 
Footwear Is Most Pleasing and Practical.” 

Don’t put in a Christmas window immediately after 
Thanksgiving and let it remain without change until 
Christmas. Plan at least three windows, of which the 
first may be a general window expressing the holiday 

| TURN TO PAGE 44, PLEASE | 


The Christmas slipper window shown below was designed by 
F. D. Hartley, display manager of Block & Kuhl Co., Peoria, Ill. 
In the original window, as used by Block & Kuhl, the center 
panel was of silver, with blue felt covering the background at 
each side. The wreath in the center was blue with silver stars. 
The board in front was also covered with blue felt and the 
letters were in silver. 
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By 
R. E. ANDRUSS 


A Complete 
Christmas Promotion 


One simple, timely illustration 
carries the Christmas theme throughout this promotion. Whether this, or 
some other idea, is used, a complete tie-up will greatly strengthen the cam- 
paign. Some possibilities are pictured on the opposite page. 

1. Window Setting. Two red candles are set in front of a white panel 
or drape. Candles are made of flat, or half-round lumber, painted. The 
flame is tin, painted. The circles are yellow, with red striping. “Gifts” 
is a cut-out, painted green and sprinkled with silver dust. 

2. In a long window the cut-out lettering, in green, may be used on top 
of the white panel. The candle idea is equally practical for a small window. 

3. If desired, a plain draped or wood background may be used, with 
display panels before it, in unit arrangement. 

4. A half circular shelf for merchandise display is placed thirty inches 
from the floor in the shelves, with a red candle in front of the shelf dividers. 

5. Round Compoboard cut-outs, with a candle decoration, serve for 
merchandise display—a series of gift suggestions. The same idea will 
serve for show cards or for price tickets in a small size. 

6. Mailing folders and package enclosures have a cover with the candle 
in red, and the word “Gifts” in green; the type in black or green. 

7. The newspaper layout can be used for ads two columns or three 







WINDOW 

SETTINGS columns wide. Also for a postal card design or for a decorative Christmas 
letter head. 

On this page, the candle and the word “Gifts” are separated. When 

INTERIOR making engravings, make these two sections separate—same size. Then 

DISPLAYS trim and paste proofs to get the over-lapping effect shown in the sketches. 
For color work, keep separated. The candle can be extended. 

Under the word “Gifts” the sub-title may be changed to meet any 

MAILING requirements. Here are some examples: 

FOLDERS GIFTS—to please a man; Gifts—for a man’s comfort; Gifts—for the 
sportsman ; Gifts—men will welcome; Gifts—for boys and girls; Gifts— 
that score with men ; Gifts—that women appreciate ; Gifts—a man will use; 
Gifts—that bespeak thoughtfulness; Gifts—for all the family; Gifts— 

PACKAGE ENCLOSURES that make every nickel count. 
Copy should be brief—merchandise illustrations plentiful—descriptions 
and prices, clear and understandable. Here are some suggestions: 
NEWSPAPER LAYOUTS GIFTS—TO PLEASE A MAN 


There’s no question about his appreciation of your rememberance when 
your gift is as practical and pleasing as these. And they'll remind him of 


SHOW CARDS AND PRICE your thoughtfulness for many days to come. 
TICKETS e [TURN TO PAGE 49, FLEASE] 
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7. Ad-layout-- all sizes; 
from Two Columns up- 
-also for circulars or cards 
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Dear Editor: 








| am a little boy who has been managing a men’s shoe department for the 
past eight years. Some of my little friends who manage women’s and children’s shoe 
departments say that there is no Santa Claus for the ones who manage men’s depart- 
ments. My papa says, “If you see it in the RECORDER it’s so” 


Please tell me the truth. 


Vises shoe man, 
They have been af- 
They do 


your little friends are wrong. 
fected by the scepticism of a-sceptical age. 
not believe except they see. 

Yes, Virginian, there is a Santa Claus for you. He 
exists as certainly as do brains, intelligence and good 
selling sense in the retailing of men’s shoes. 

Alas! How dreary the world would be if there were 
no Santa Claus. And how dreary the world would 
look to your boss when he looked at the December 
sales figures. There would be no you, Virginian, in 
his store after the first of the year. 

Not believe in Santa Claus? My, Virginian, we are 
surprised. He lives and he lives forever. A thousand 
years from now he will continue to make glad the 
heart of shoe men, for where can those most practical 
gifts come from save from the store which sells such 
a variety of things most essential to a man’s peace and 
comfort. 


Is there a Santa Claus? 


Virginia Shoe Man. : 


This year, especially, should be a good Christmas 
season for you—if you go after the trade hard and 
make your men’s shoe section have the real holiday 
appearance. Industrial cities may be still suffering 
from unemployment, but thousands are back at work. 
In the agricultural sections, with cotton up to ten 
cents a pound, and other farm products greatly in- 
creased in value, coupled with the fact that crops have 
been plowed under and farmers have collected cash 
for the same, there will be several millions of dollars 
in the farmers’ hands which will find its way into your 
store, provided you invite the coming. 

Take the main item or the backbone of your holiday 
selling—Slippers. There are “forty-eleven” different ° 
kinds of slippers for men and boys. Fine kid slippers 
which sell for $10.00, and cheap cloth affairs for 50c. 

Remember that it is the novelties that go to make 
a successful holiday selling. Buyers of a few years 
ago had the nerve to play the novelties. Those older 
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shoe buyers can give many young fellows cards and 
spades when it comes to getting the extra Christmas 
business. They have all kinds of fancy slippers and 
novelties to brighten up their departments and sales 
records. They make their men’s section look like a 
holiday season, with many bright colors on display. 
Remember, women are the buyers and they like bright, 
cheerful things to buy which reflect the Christmas 
spirit. 

Plain slippers are the best sellers. The chances are 
that fully 75 per cent of your men’s leather slipper 
business will be on the Opera and Brighton types. 
with Everetts forming 15 per cent, Romeos 5 per cent, 
and Cavaliers and Fausts (if you carry them) the 
remaining 5 per cent. 

The plain brown kid opera will be the one best bet, 
then will come the wine shade, for many of the pres- 
ent bath robes have threads of wine. Here is one case 
where you look on the wine when it is red. Blue, 
black and green follow in named sales value. Then 
there are the two-tone effects that women are wont to 
buy for their men folks. No man would buy a pair 
for himself on a bet, but he will wear them when 
“dearie” has gone to the trouble of buying them and 
doing the package up in some nice red ribbon. 

You have to have at least 5 per cent of your slip- 


Man's Santa Claus? & 















we 


per inventory in such novelties to brush up the de- 
partment. Keep a weather eye out for some of those 
new Pullman slippers with padded soles. 
in a nice case with a watered silk lining, and do they 
catch the feminine eye? Remember, Pullmans are 
always good, for so many men lose them by leaving 
them in hotel rooms, that they are always in need of 








These come 


a pair around this time of year. 

No doubt you have a goodly supply of padded soled 
slippers on your shelves, but check back and see that 
vou have not under-estimated the demand for these 
most popular sellers. All the dope that I have gath- 
ered from some of the boys who will do a real slipper 
business this year is that they know that a whale of a 
lot of these will be sold in both the felt and the leather. 
Price enters into this, for the felt slippers will sell 
much more freely on account of the lower price. Fully 
90 per cent of the felts will be oxford grey. 

One buyer showed me his line of padded sole 
leather mules and he had seven colors in his lineup, 

: Red, Blue, Green, Maroon, Brown, Lavender 
pee Patent Leather. He does a fine year round busi- 
ness on these, too. 

Here are a couple of hot tips which might serve to 
give your shoe department some real class. One, a 

[TURN TO PAGE 49, PLEASE] 
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Keep the Codes Clear and Clean 


Dictibtateel 


as set down by the tanners’, manufacturers’ and retail 
codes are unusual in that they become living laws for 
the guidance of business through business men. These 
laws are loosely drawn and will therefore need, from 
time to time, interpretation, minor amendments and 
progressive change. But one thing must be remem- 
bered in the work of the planning boards of these and 
other industries, that the laws were purposely loosely 
drawn so that they could stretch out and take in trade 
practices detrimental to the collective interest of each 
craft. If industry sets up autocratic planning boards 
for the purpose of sharply defining these laws, there 
is a grave danger that little groups of men, given that 
authority, will interpret into the law, definitions so 
tightly drawn that the codes will become oppressively 
technical. 

Remember, these codes have an historical back- 
ground in the guilds of early days. The guilds were 
groups of craftsmen gathered together for common 
good. Believe it or not, the first shoe code in America 
was written in 1793 “by a committee of respectable 
cordwainers of Lynn.” In the code of that day, it 
was voted: 


“In order to devise means for regulating our trade, we have 
attended to that service, and after mature consideration, we 
are of the opinion that the REASON WHY OUR BUSI- 
NESS HATH SUFFERED SO EXTREMELY FOR 
MANY YEARS PAST IS PRINCIPALLY OWING TO 
OUR FAILING IN THOSE METHODS THAT IN 
THEIR OWN NATURE HAVE A TENDENCY TO 
RUIN ANY OCCUPATION. 

“And we conceive that measures of a different kind must be 
accepted before our trade can be put in proper establishment 
that will naturally cause it to flourish, and among the measures 
that may be taken for the purpose, we take the liberty to lay 
the following before you: 

“First, that some steps be speedily taken to procure our stuffs. 
and is particular that callamancoes and lastings (fabrics for 
shoe uppers) and russets (leathers) should be of good and 
serviceable quality. 

“Secondly, that we enter into an agreement as a company, 
to stamp our shoes.” 


But what a difference in the practice of 1933, for 
we learn in the news: 


“Gordon Waganet, agent of the NRA Labor Board at 
Washington, arrived in Lynn the first of the week to work 
on one of the most singular tangles that Lynn ever has experi- 
enced. It appears that a shoe firm announced plans to move 





to Lowell. Soon after, labor leaders charged that Lowell had 
violated the fair trade clause of the shoe code by offering the 
firm inducements to tempt it to move from Lynn to Lowell. 

“This raised an issue which stirred the local NRA board 
to action, and caused a Congressman to telegraph to Washing- 
ton for an NRA agent qualified to pass on the question of 
whether one place can tempt a shoe firm to move to another 
place by offering inducement, and if so doing is violation of the 
shoe code. 

“Incidentally, the labor leaders picketed the factory so 
thoroughly as to prevent the moving of the machinery from 
Lynn to Lowell, for the truckmen agreed with the shoe labor 
leaders that union rules would be broken if they handled the 
equipment and so they abandoned the job.” 


There is nothing in the code justifying high-handed 
autocratic restriction of the rights to run, change or 
move business and such action as the above is as evi- 
dently unconstitutional as it is confiscatory. It is an 
action external to the planning and fair practice com- 
mittee provisions of the code. It is an unwarranted 
interference with the rights of a business man and 
the common practices of trade. But it does illustrate 
how far and how foolish a thing can go. Most of the 
codes read: 


“This code, or any of its provisions is subject to change and 
modification; and may be amplified by the addition of other 
provisions by the administrative agency, with the approval of 
the President of the United States.” 


Let us remember, however, that the codes as pre- 
pared are the weighted opinion of entire industries 
and should be kept to the spirit and intent of the living 
laws of the trade. Interpretations will be necessary 
from time to time but the less changes and modifica- 
tions made, the better. Give the codes a chance to 
become useful laws of trade before they are tinkered 
with. 

Guilds were great instruments of progress until, in 
their management, they became hard and fixed rulers 
of all trade conduct. The modern codes are expected 
to be examples of co-operative consent, correcting 
conditions intolerable to progress and profits. Tre- 
mendous powers are placed in the hands of planning 
boards for the making of laws of industry. 

The spirit of the country has been admirable in 
acceptance and compliance with the codes as written. 
Let us all encourage that new collective interest in the 
progress of the individual, through the common prog- 
ress of his craft, but let’s not set up Trade Tribunals. 








Boot AND SHOE RECORDER 25 
combining THE SHOE RETAILER, Nov. 4, 1933 = 


Boston Store, Chicago. 
adopts important new idea 


in shoe merchandising ay 


1 FOOT <7EALTH 


HEADQUARTERS 


T. BOSTON STORE, one of Chicago's great retail estab- 
lishments, has recently put in a complete Foot Health Headquarters department. 
Here in attractive surroundings are featured Ground Gripper, Cantilever, Phy- 
sical Culture, and Dr. Kahler Shoes for men, women and children. In adopting 
the Foot Health Headquarters idea, the Boston Store now provides a complete 
Orthopedic service—a type of shoe for every type of foot. 


GROUND GRIPPER e PHYSICAL CULTURE 
CANTILEVER AND DR. KAHLER SHOES 


ORTHOPEDIC SHOES, INC. * 11 EAST 37TH STREET -: NEW YORK, N. Y. 


When writing advertisers please mention Boot and Shoe Recorder 
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HELL DOGS!— SAMPAIGNING with TH 









EVERYBODY! 
by RUPERT HUGHES 


People'sMoney ~- ~ By John T.Flyza 


Colliers 


THE NAT ae WEEKLY * 
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J.P. McEVOY.- ALICE DUER MILLER 9 Prince of Wales Sees Red By TRYbarva 
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THE BELL 


with 30,000,000 people who 


appreciate shoe 


ECONOMY 


With almost all prices going up today most 
people are shopping more sharply than ever 
to get more for their money —and Goodyear adver- 


tising is telling them how to do it on shoes. 


Over and over and over again — in The Saturday 
Evening Post, in Liberty, in Collier’s— thirty million 
people have had it impressed upon them that no 
sole ever built can outwear a Goodyear Wingfoot 
Sole—and everybody knows that the longest-wearing 
sole makes the longest-wearing shoe. 


And most important of all, every last one of these 
millions of advertisements says, “Go to the dealer 
who features shoes with Goodyear Wingfoot Soles.” 
Isn’t that a pretty good tip for you? Better put them 


in your window today. 








WINGFOOT 
SOLES 
AND HEELS 





When writing advertisers please mention Boot and Shoe Recorder 
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Merchandising Under the Code 


Convention 


Keynote 


T. LOUIS—Plans for the 
S N.S.R.A. 1934 convention, to 
be held in St. Louis, Jan. 7, 8, 

9 and 10 were given further impetus 
this week when convention headquar- 
ters were opened in the Hotel Statler. 

A staff has been organized under 
the direction of Arthur E. Ebbs, 
chairman of the St. Louis committee, 
and a vigorous campaign is being 
prepared to build a merchant attend- 
ance greater than that of any pre- 
vious convention. 

All convention activities are now 
concentrated in St. Louis, including 
the allotment of hotel space to be 
used by manufacturers in displaying 
their 1934 Spring lines. 

The exhibition of footwear will be 
housed in the four leading hotels, 
namely, Hotel Statler, Hotel Jeffer- 
son, Hotel Lennox and Hotel May- 
fair, all sharing equally the lines of 
representative manufacturers. 


St. Louis Market Plans 


The St. Louis shoe manufacturers 
have agreed that they will not con- 
centrate in one hotel, but have se- 
lected the Hotels Jefferson and Stat- 
ler to spread their lines. This was 
decided upon after a conference with 
the local convention committee, who 
concurred in the suggestion that to 
spread the interest of the St. Louis 
lines would attract buyers to both 
hotels. 

Increasing interest is being mani- 
fested in the St. Louis convention by 
manufacturers who have already re- 
served space in the four hotels hous- 
ing displays. Practically every mar- 


ket is represented in the list of lead- 
ing makers. 
are included. 


All types and grades 
Over 203 manufac- 


formation 


N.S.R.A. to Turn Searchlight of In- 


on New Retail Problems at 


St. Louis — Four Hotels to House 


turers have reserved space, requiring 
more than 357 rooms. 

“I don’t want to appear too opti- 
mistic,” said Chairman Ebbs, “but 
the heavy demand for space leads me 
to believe that the January conven- 
tion will surpass all previous efforts. 

“Most assuring as to the success 
of the convention is the standing of 
the manufacturers who have signi- 
fied their desire to come to St. Louis 
to participate in the exhibition of 
1934 Spring shoes.” 

Important Business Sessions 

Immediate attention is being given 
to the business sessions. With the 
retail code now approved and signed 
by President Roosevelt, the new era 
of retail shoe store operation will un- 
doubtedly occupy a major part of the 
educational sessions. 

Just what practices other merchants 
are adopting in conducting their busi- 
ness under the new retail code is a 
vital topic in which every merchant 
will be interested. 

Adjusting the methods of mer- 
chandising to conform to the NRA 
retail code and the latest business de- 
velopments im meeting the many 
complicated situations will attract the 
attention of merchants who are con- 
fronted with these problems. 

Early plans are being laid, with 
the intention of providing adequate 
information to every merchant re- 
garding interpretation of the code. It 
is hoped that this activity can be or- 
ganized in such a manner that those 
in charge will be directly associated 
with the National Recovery Admin- 
istration, or connected with the Re- 
tail Authority Board. 

The distribution of ‘shoes at retail 
during 1934 will demand every pos- 


Exhibition 


sible business aid to turn a profit. 
With curtailed hours and new wage 
scales affecting overhead costs, mer- 
chants. are more eager than ever to 
be informed of policies and methods, 
proved successful in combating these 
new complications of shoe retailing. 


Special Railroad Rates 


Special reduced railroad rates have 
been granted for the St. Louis con- 
vention. But a more drastic reduc- 
tion in fares has been granted to 
those living in a zone west of the 
Mississippi, where a special ten-day 
limited ticket will be granted, the 
rate being 2c. a mile, the lowest ever 
allowed for an N.S.R.A. convention. 

With such low rail fares estab- 
lished, hundreds of merchants who 
have never before attended a conven- 
tion are expected to take advantage 
of the opportunity to inspect hun- 
dreds of lines of shoes which will be 
on display. The geographical loca- 
tion of St. Louis is another factor 
that favors a large merchant attend- 
ance. Being in the center of the 
United States it is accessible to thou- 
sands of merchants who can reach the 
convention city in a night’s ride. 

The promotion and publicity pro- 
gram has been launched on an ex- 
tensive scale to reach every retail 
shoe merchant. C. E. Williams of 
St. Louis is chairman of the publicity 
committee. 

“The St. Louis shoe manufactur- 
ers in their effort to stimulate attend- 
ance at the convention are attaching 
to every letter, invoice and statement 
a sticker inviting merchants to come 
to the N.S.R.A. January convention,” 
said Mr. Williams. This is but one 
of many plans designed to publicize- 
the convention on a national scale. 
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WHAT WILL 








This chart represents a side 
of leather. The pert used for 
KISTLER “BENCH BRAND” 
SOLES is about 13% of the 
whole side. 


KIS TLE 


When writing advertisers please mention Boot and Shoe Recorder 


29 


Olll harvest 


a 

It is well to reflect on the opportunities had. to plant 
seeds of better business and how “the harvest” has been 
affected by the view point toward them. 

This period of the year may be a pivotal period—a 
turning point—when potentially beneficial opportunities 
are first endorsed and applied. 

Decisions made now can change the whole status of 
trade and definitely determine what your harvest will 
be in 1934. 

KISTLER BENCH BRAND 


SOLE LEATHER 


offers the opportunity to apply a distinctive, desirable and 
dependable element of shoemaking, to the creation of 
customer appreciation of your judgment of values. 

A priceless accomplishment. 

Achieving that objective, shoes are more easily sold at 
full profit with every sale presaging further business. 

“Bench Brand” is a “Balanced Tannage” which makes 
shoes more satisfactory for all weather and all wear. 
Don’t pay the penalty of poor sole leather. 


Write us for the names of shoe manufacturers making shoes that 
carry KISTLER “BENCH BRAND” LEATHER SOLES. 


LEATHER COMPANY 


FOUNDED 184( 


BOSTON-MASS: 
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The BICYCLE OXFORD No. 297 
An unusually attractive shoe 


produced by the CONSOLIDATED 
NATIONAL SHOE CORPORATION 


Featuring Evans Lining 
Color 26 Parchment and 
EVANS BLUE KID 

Color 121 










This Fall ~~«Specify Cvans C 
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| Color 101 BROWN 


Color 121 BLUE 
Zz WHITE 


Evans. Linings 


COLOR 8 » » Medium Gray 
COLOR 10 » » » Light Gray 
COLOR 26 » » » Parchment 
COLOR 28 » » » Dark Gray 
COLOR 52 » » » » » Mouse 


« « White » » 


ciliates, on tans Aeemiles 
HN R. EVANS & CO_ 


CAMDEN, N. J. Si PHILADELPHIA 
CINCINNATI STON * M UKEE 
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her leg size 





Boort AND SHOE RECORDER 
combining THE SHOE RETAILER, Nov. 4, 1933 


is normal 


but—her foot size is 12 





So far as fine hosiery is concerned she is the “For- 
gotten Woman”—this lady whose feet are large. 


And there are a lot like her ... women whose feet 
eall for 11, 11144—and even size 12 stockings— 
though their legs are normal. No one knows this 
better than you, who sell them their shoes. 


These women want quality stockings. They have the 
money to pay for them. Up to now they have had to 
do the best they could with “outsizes”—too big in 
the leg—and still too small in the foot. 


BUT NO LONGER. Now they can get stockings that 
fit properly—leg and foot. For McCallum, this Fall, 
introduces two elastic-top numbers with foot sizes 
up to 12 on normal size legs. 


Here is an opportunity for extra and most profit- 
able business for the wide-awake shoe merchant. 


Since he sells these women their shoes, he has a 


you just know she wears 


O will sell 
this woman her silk stockings? 


natural advantage. He knows what they need— 
knows that they have trouble getting stockings to 
fit. A simple suggestion will sell them. 


These new McCallum numbers are outstanding— 
another example of the sort of thing by which 
McCallum dealers are constantly profiting. The 
McCallum line is a mighty good line for the fine 
shoe dealer—nationally known for style and qual- 
ity leadership, nationally advertised, giving the 
dealer complete merchandising cooperation. 


Write us. Christmas business is just around the 
corner. No better time than now to get started. 


No. 1960 is a four thread high twist all silk 
chiffon, at $9.75 doz. wholesale. Suggested 
retail, $1.35. 


No. 1967 is a seven thread high twist semi- 
service, at the same price, $9.75 doz. Sug- 
gested retail, $1.35. 


them 





MS Callum Stockings 


PROPPER-McCALLUM HOSIERY CO., Inc. 200 MADISON AVENUE, NEW YORK 
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The Part Hosiery Plays 





Successful shoe stores sell, not merely shoes but a fashion picture, 
in which hosiery is an element of prime importance. 


Siccontil shoe stores 
of today are not content to sell merely the shoes 
that customers come in and ask for. They sell some- 
thing more than merchandise, something intangible 
but none the less very real and very important, par- 
ticularly to the feminine customer. That something 
is a correct footwear fashion ensemble. 

Harold Slater, of J. & J. Slater, New York, ex- 
pressed it in another way when he said that their aim 
is “to sell the picture.” Although a shoe store, they 
do not emphasize shoes alone, nor shoe accessories, 
hut focus their effort upon selling the customer the 
mental impression she has of shoes and accessories in 
relation to herself. In that fashion picture, hosiery 
plays a vital part, and a part that bears an intimate 
and inseparable relationship to shoes and accessories. 
This is the reason why the shoe store is the logical 
place to sell hosiery. 

This sort of selling, in Mr. Slater’s judgment, con- 
stitutes good salesmanship because it appeals to the 
customer’s chief interest in the merchandise, which is 
her desire to have apparel that will express her person- 
ality to the best possible advantage. So far as hosiery 
is concerned, the theory has proved itself in practice in 








in the 
“Fashion 


Picture > 


Why the Shoe Store Is the Logical 
Place to Sell Hosiery as Part of a 


Correct Footwear Ensemble, and 
How the Retail Code Gives a 
New Profit Opportunity 


the Slater Fifth avenue store, as evidenced by an 
extremely gratifying increase in the number of pairs 
of stockings sold this year. 

Today more than ever before, hosiery belongs in 
the shoe store because of its intimate relationship to 
shoes and the necessity of having hose that will har- 
monize properly with the footwear fashion picture. 
This means a distinct sales and profit opportunity for 
the shoe store that is alert in selling style to its cus- 
tomers. Moreover, with the trend toward rising prices 
and the limitations which the retail code has placed on 
the sale of hosiery as a “‘loss leader” in the department 
store, it promises to be a distinctly more profitable 
item from this time forth. For all of these various 
reasons it is distinctly to the interest of the shoe mer- 
chant to ask himself whether he is putting forth the 
maximum amount of effort to do a really worth while 
job in merchandising hosiery. 

Hosiery can be made a valuable asset for the shoe 
store, not only as a line of merchandise yielding extra 
sales and profits, but also as a contributor of good will 
by helping the customer achieve the sort of “fashion 
picture” that will harmonize with the costume, purpose 
[TURN TO PAGE 40, PLEASE] 
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With the revival of 
quality standards, 
holiday hosiery this 
year has a new rea- 
son for being. 


By 
RUTH 
HARRINGTON 


Photo Courtesy of Artoraft Hostery 


Stockings in the Christmas Spotlight 


When silk hosiery was selling 
for 59 cents, it was no great compliment to give stock- 
ings as a gift. But now, with a revival of standards 
and a stiffening of prices, hosiery comes into its own 
again. The shoe store sees its greater possibilities 
as a holiday item and as a business-bringer all around 
the calendar. 

Beyond this new emphasis on hosiery quality and 
beauty, there are certain other points that will dis- 
tinguish this year’s hosiery gift. 

First, construction features. The construction 
story this season features improvements in the garter 
welt. And the emphasis here is not so much on fancy, 
lacy effects as it is upon a more flexible top, a welt 
that will give greater comfort and greater wear. 
Phoenix, for instance, have been successful with their 
Custom-Fit Top, which stretches to the most amazing 


degree and yet conforms to the average leg. Propper- 
McCallum are featuring a new elastic top with extra 
strong welt in service weight and sheer. Gotham 
finds renewed interest in their Adjustables, which give 
in both length and width. 

Often the special knitting used to create this greater 
adjustability also adds to the appearance of the stock- 
ing, as in the new Magic Fit stocking recently intro- 
duced by Artcraft, where the combination of elas- 
ticity and tension control gives an attractive drop- 
stitch effect in both toe and top. This particular 
method of knitting has also made it possible to elimi- 
nate half sizes. A, B and C widths take care of all 
requirements between 8 and 1014, with an advan- 
tageous simplifying of stock. 

The new Gordon Neeflex stocking uses Lastex in 
an interesting ribbed top. Vanity Fair call their 
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new Lastex stocking ‘‘Kneelast.’’ Schuylkill Valley 
has a Komfy-Top that gives a mesh effect, as well as 
in an Accordion stocking that features adjustability in 
the foot. In both of the flexible welt numbers, the 
promotion emphasis is on their desirability for the 
active woman who goes in for sports, for dancing. A 
tactful approach, this, because it conveys the virtues of 
the stocking without emphasizing size. No woman 
wants to be reminded that she has large thighs. Yet 
many people have found that the average stocking 
binds around the top. They have experienced this 
difficulty particularly in the past few months with 
cheap stockings that skimped on their needle bars. 

At least one of your Christmas numbers might be 
one of these extra-flexible stockings. Their selling 
story is an effective one. It appeals to women. And 
it appeals, too, to the man gift buyer, who can appre- 
ciate the engineering points of such a construction 
feature. 


“ae for Christmas. 
When considering a color range for late November 
and December selling, there is one important point to 
bear in mind. This is the time of year when stockings 
begin to lighten up. Women go in for the darker 
shades in the Fall as a reaction against Summer colors. 
Then they begin, in turn, to get tired of the darker 
effects and to realize that the medium tones are more 
flattering, except in ultra-sheer hose. Moreover, at 
this time of year, the high, bright colors in dresses 
appear upon the scene. Tomato reds, bright greens, 


golden shades always bloom under the fur coats 
of mid-Winter. 
hosiery is again a better bet. 


With these dress colors, medium 
So, if you have been 





This Jewel Box, designed by the 
Nomend Hosiery Mills, contains 
three pairs of hose and can be 
used for trinkets afterwards. @ 


8 This smart black and white case 
is used by McCallum for single 
pairs of their most luxurious 

stockings. 





selling Browntone and Dustbeige (these standard 
colors represent the two best-selling ranges) then it’s 
good to get your Christmas colors one tone lighter. 

Another color point that stores often overlook is 
the perennial business to be done at Christmas time 
in gunmetal and black (yes, black), service weight 
stockings for gifts to grandmothers and great aunts! 

Evening shades and cruise shades are always a 
Christmas favorite. And with all our great expecta- 
tions for more gayety following repeal, these festive 
colors should be especially important this year. 


fa packing and promotion. 
The majority of the branded hosiery manufacturers 
are preparing special packing for the holiday trade, 
ranging from conventional Christmas boxes to more 
elaborate cases designed for re-use. This idea of a 
box that can be used for something else afterwards is 
growing in all types of merchandise. Nail polish 
comes in cigarette cases and vinegar in flasks. A 
stocking case like the Jewel Box suggested by the 
Nomend company has a double appeal. 

The Brown Durrell company are using an effective 
device for their new Chif-Foam stockings, four ex- 
quisite numbers to be introduced for Christmas sell- 
ing. Each pair comes in an individual cellophane 
pack, while inside the stocking itself is inserted a tissue 
on which descriptive matter is printed. The stocking 
is so clear and fine that every word of the message 
can be read right through the cellophane and the silk 
itself. This serves a double purpose. It certainly 
emphasizes sheerness and it eliminates the risk of 
the customer putting her hand inside the delicate 
texture. 

One of the most effective pieces of Christmas pro- 
motion we've seen is the ensemble suggestion made 

[TURN TO PAGE 49, PLEASE] 

















36 






War's Christmas without a present 
of a box of socks? Forty million American men ask 
the question. And the answer will be given by many 
million women between now and Dec. 24. 

Selling men’s hose is one of the sweetest accessory 
items in the operation of a shoe store. Only a small 
initial stock is required, which if bought right and 
regularly sized will result in some interesting turn- 
over and profit figures. Any store selling men’s shoes 
can and should sell one pair of socks with each pair 
of shoes sold. This is being done in many represen- 
tative stores right at the present writing, and done in 
such a manner in both high grade and popular priced 
shops that the trade is not offended. 

Successful selling calls for the pricing of hose in 
three and six-pair units and also for attractive holi- 
day boxes at this time of year. A special commis- 
sion or P.M. is also a great help in getting several 
pairs of stockings wrapped in each and every pack- 
age. A display in the women’s section is a great help, 
too, for most of the hose bought at this time-of year 
are bought by women. 

A carefully picked assortment of about 60 dozen 
hose, divided three ways, 50 per cent wools, 25 per 
cent lisles and 25 per cent silks, is suggested. This, 
of course, will vary in different localities and even in 
different stores in same city, but the proportion given 
is what will sell in the average shoe store north of the 
Mason and Dixon line. Fully half the holiday sell- 


ing is wools. Many stores underestimate the steady 


demand for silks, and when they suddenly wake up 
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Soxing the Men 


_N Three and Six-Pair Units in 
M7 Attractive Holiday Boxes 
Make an Appealing and 
Profitable Item for Extra 
Christmas Business in the 
Men's Shoe Store 


By 
ROGER HUNTER 


just before Christmas the in-stuck departments are 
pretty well shot. 

Just bear in mind the major types of shoes carried, 
dress, street, sport, with two weights for street, and 
translate the store’s shoe trade into a proportionate 
hose stock. Then the problem of what to carry is 
solved. Shoes for occasions also mean hose for the 
same identical occasions to a shoeman smart enough 
to grasp that self-evident truth. 

The American hose market is strong right now. 
It is possible to get first-class, full-fashioned silks and 
lisles which may be profitably retailed at 75c. and 
$1.00. And it is possible to get such goods as may be 
guaranteed as to wear of soles in the lisles, too. 

Pattern is the one thing which will sell men’s hose, 
not only this time of year, but all the time. A shoe 
store, to meet general competition must base its ap- 
peal on the pattern or style angle, and will probably 
sell 75 per cent novelties to 25 per cent plain, now, 
with a 50-50 year-round proposition. It is possible 
to take a conservative color for the hose and put a 
conservative clocking on it and have a real novelty in 
keeping with good taste. 

This Fall many smart self-clocked patterns are 
being shown for dress wear. Often a man will buy 
both a pair or two of plain dress socks and a pair of 
clocked ones as well, when he is buying his dress 
shoes. 

When a man is buying a pair of golf shoes this 
time of year it is an easy thing to show him some 

[TURN TO PAGE 49, PLEASE] 
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MEN WHO TRAVEL 
KNOW THE BEST 





Look for the 


“D” 





United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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Rubber Footwear Code Hearing 


To Eliminate "Loss Leader’ and "Bait'’ so 
Output Can Be Profitized to 243,000 Outlets 


WASHINGTON, D. C.—The rubber foot- 
wear industry can stabilize its annual 
production at about $75,000,000 or 
nearly twice the estimated output for 
1933, by adopting and enforcing the 
terms of a code of fair competition 
considered at a public hearing here, 
Oct, 25, T. J. Needham, spokesman for 
the industry, predicted. 

Creation of manufacturing standards 
and classification of various types of 
outlets, as well as allowance of at- 
tractive selling terms to encourage buy- 
ing in advance of seasons were salient 
features of the plan recommended by 
Needham. 

Objection to this plan was advanced 
by Irving C. Fox, counsel for the Na- 
tional Retail Dry Goods Association, 
who complained the standards would 
take out of manufacture many types of 
footwear suited to the needs of certain 
consuming classes, while classification 
and differentiations in discounts would 
create favored classes of distributors 
and lead to unfair competition. 


Objections from Labor 


The rubber footwear code was at- 
tached to the main code dealing with 
rubber manufacture, other than tires. 
Labor raised vehement objection to 
the wage minima and hour maximum 
—35 cents an hour and a 40 hour week, 
in general—and proposed a 30 hour 
week of five days, with one and one- 
half pay for overtime work, a minimum 
of $18 a week for laborers and $25 a 
week for operatives. 

In formally presenting the proposed 
compact, Mr. Needham told Deputy 
Administrator K. J. Ammerman it rep- 
resents the proposals of 95 per cent of 
the volume in the rubber footwear 
trade. The annual output of this indus- 
try at one time reached $125,000,000. 
Among the factors which brought pro- 
duction down to its present low mark, 
in addition to the general economic 
depression, improved highways, snow 
clearance in municipalities and more 
general use of automobiles, were cited. 

Since 1928 to the present time, nine 
plants engaged in making rubber foot- 
wear have been closed and dismantled, 
reducing the production units by 40 
per cent. In the 13 factories still in the 
business are connections with 243,000 
retail outlets. Due to the fact that these 
outlets depend on rubber footwear for 
only 10 per cent of their selling volume, 
the industry’s product often is used as 
a “leader” to attract customers into 
the stores and as a result is often sold 








at little or no profit, sometimes selling 
at less than wholesale cost. 


Export and Import Factors 


The factor of export and import also 
has contributed to a falling off in pro- 
duction, Needham said. In the 1929 ex- 
porting season, American manufac- 
turer sent 10,700,000 pairs to the for- 
eign market, bringing a return of 
$10,500,000, but in 1932 this dropped to 
661,000 pairs selling at $541,000. Im- 
ports which in 1929 were so insignifi- 
cant as to not warrant keeping of rec- 
ords by the Department of Commerce, 
grew in 1932 to 4,000,000 pairs, and in 
the first six months of this year stood 
at 3,380,000. 

“Few fields,’ said Needham, “offer 
so great an opportunity for deception 
as does rubber footwear, and for that 
reason the establishment of standards 
becomes necessary.” For this reason, 
the code includes a provision on this 
point. Under its terms, a specifications 
committee is set up to create definitions 
for the trade, which must be followed. 
A proviso is inserted, however, which 
permits manufacture of footwear of 
higher grade, but not lower. Manufac- 
turers making a higher grade than 
demanded by the standards are not 
bound to any merchandising price 
terms, but may fix their own. 

To assist in providing uniform trade 
practices and preventing discrimina- 
tion and unfair competition, group 
customer classification definitions, based 
on differences in costs and services 
rendered, are to be adopted, subject to 
the approval of the administrator. The 
proposed classifications are: Jobbers; 
mail order houses; chain stores; de- 
partment stores; cooperative buying 
associations; group buyers; industrials, 
including contractors, ,commissaries, 
abattoirs, etc., governmental agencies, 
including Federal, State, county and 
municipal; syndicates and _ resident 
buyers. 


Class Discounts and Terms 


These classifications having been set 
up, it shall be the duty of the market- 
ing committee to recommend proper 
discounts and terms of sales to be ef- 
fective in each class. These schedules 


are to be filed 10 days before the begin- 
ning of a selling season and remain 
in effect during such season, unless 
due to unforseen changes in costs they 
become inconsistent with the demands 
of proper merchandising, in which case 
new ones are to be adopted. 


To encourage advance buying, there- 
by permitting operations in factories to 
continue through slow periods, no 
change in price which is agreed upon 
during advance seasons will affect 
orders adready on hand which can be 
filled within 30 days after the open- 
ing of the consuming season. If there 
is a change in price which advances 
invoice costs during a consuming sea- 
son, it shall apply to all orders on 
hand. This, it is contemplated, will 
encourage placing of orders in off-sea- 
son as a guarantee against later price 
advances, thereby aiding the manufac- 
ture, labor, the retailer and the ulti- 
mate consumer. 

The Retail Dry Goods Association 
asked that the entire section dealing 
with classifications be eliminated on 
the ground that it is predicated upon 
an improper merchandising premise. 
Mr. Fox reminded that all of the selling 
units enumerated are in direct com- 
petition with one another. Any price 
difference to be justified should be 
based on sales made rather than on the 
basis of type of ownership, he argued. 
The association also asked elimination 
of a section dealing with sales through 
jobbers, reading as follows:— 

“In view of the fact that more than 
75 per cent of the total volume of sales 
of products of the division to retailers 
consists of sales direct by members of 
the division, the restriction of such 
members to marketing standards and 
trade practices will be unavailing unless 
supplemented by provisions designed to 
prevent indirect evasion thereof 
through sales by jobbers. Accordingly, 
it is hereby provided that no member 
of the division shall sell products of 
the division to or through any jobber 
until such jobber agrees to comply with 
the provisions of Articles IV, V, and 
VI of this Chapter IV.” 

Mr. Fox charged this is an effort to 
write into the footwear code the prin- 
ciple of the Capper-Kelly Act which 
Congress has on several occasions re- 
fused to make the law of the land. As 
a further obstacle to its effectiveness 
he pointed out that jobbers will very 
like to be governed by their own code 
under the N. R. A., rather than by the 
code of an industry which has not in- 
vited them to take part in its formula- 
tion. 

Labor’s opposition to features of the 
code was presented by John D. Nolan, 
President of the Shoe Workers’ Pro- 
tective Union, and by Dr. A. H. Meyers 
of the Labor Advisory Board to the 
NRA. 














BooT AND SHOE RECORDER 
combining THm SHOE RETAILER, Nov. 4, 1933. 

















THE AMERICAN BUSINESS MAN KNOWS TO WHOM 


The American Business Paper 


GOES ... IN WHAT QUANTITIES ... UNDER WHAT TERMS... 
AND BY WHAT CHANNELS ... SOMETHING THAT IS TRUE OF 
NO OTHER BUSINESS PRESS IN THE ENTIRE WORLD TODAY 


The value of any advertising medium to the advertiser is directly proportionate to the 
editorial acceptance its readers accord it. One measure of that acceptance is the read- 
er’s willingness to pay for his Business Paper—and, while it may not be the only meas- 
ure, it is a significant fact that the business press has willingly met the demand of the 
advertisers for a “‘pure”’ circulation—a circulation where the measure of acceptance might 
be taken, at least in part, by the fact that readers voluntarily subscribe for a paper. 
The detailed breakdown of this circulation gives the manufacturer a precise picture of the 
market he is endeavoring to interest... This is something foreign advertisers do not have 
in their own countries—and something which they would give much to possess. 





| 


WHAT ARE THE OTHER MEASURES OF READER 
ACCEPTANCE OF THE AMERICAN BUSINESS PAPER 
WHICH MAY BE TAKEN AS SIGNIFICANT OF ITS FORCE? 


Every business paper editor in the country is familiar with the constant stream of re- 
quests which may range all the way from the asking for the name of the manufacturer 
of a certain product, to (almost) the request that the editor do a bit of shopping in 
his local stores which the reader can not do in his own community. An audit of the 
problems submitted every day to any outstanding Business Paper reveals a confidence 
that is unquestionably back of the force the business press exerts in the interests of its 
advertisers, and, of course, the degree to which the reader is accustomed to look to it for 
authoritative information. 


<= K——=- 


The audited circulation of the American Business Paper is the advertiser’s guaran- 
tee that he is not buying “a pig in a poke,” but a market, the potentials of 
which are measured by modern statistical methods as accurately as any human 
activity can be measured. The advertiser in America buys a known value. 
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The Part Hosiery Plays 


[CONTINUED FROM PAGE 33] 


and occasion she has in mind when she 
buys a pair of shoes. Shoe store manag- 
ers agree, however, that the initiative 
that results in hosiery sales in the shoe 
store comes, in most cases, from the 
salesman rather than the customer. 
This is true probably in 95 per cent of 
shoe hosiery sales. But, with the limita- 
tion of price competition under the code, 
shoe merchants also feel that they will 
be on a footing more nearly equal with 
the department store with regard to 
hosiery selling from now on, with the 
result that it should be possible to edu- 
cate the consumer to think of the shoe 
store as a natural place to supply her 
hosiery needs. 

Shoe stores that are making a dis- 
tinct success of their hosiery depart- 
ments have learned that it is not nec- 
essary to carry the extensive stock of 
hosiery that was formerly thought nec- 
essary. Here, again, it is a question of 
educating the customer by tactfully 
making her aware of the fact that color 
harmony between shoes and hose is the 
objective to be sought, rather than an 
exact match in colors. In this way the 
number of shades carried has been re- 
duced in some stores from as many as 
twenty to as few as six or nine, while 
still serving the normal requirements of 
customers. From a fashion angle a 
harmony of shades is often more effec- 
tive than an exact match. 

The Coward shoe stores have hit 
upon a clever idea in selling hosiery by 
equipping each shoe salesman with a 
small package containing six single 
stocks in the most wanted shades, which 
can be displayed to the customer at the 
fitting stool, as soon as the shoe sale 
is completed. In this manner the prob- 
lem of persuading the customer to go 
to the hosiery counter is avoided and 
the customer isn’t made to feel that she 
is being subjected to pressure to make 
an additional purchase. Many hosiery 
sales are lost between the fitting stool 
and the hosiery counter, and it is found 
that the method of closing the sale on 
the spot where the shoes are fitted re- 
sults in an actual increase of sales, be- 
sides being more satisfactory to the 
customer. Once the desired color has 
been selected, the hose are delivered to 











PLANNING AND FAIR PRACTICE 
COMMITTEE OF THE SHOE 
MANUFACTURING INDUSTRY 


The administrative agency charged with the 
duty of effectuating the code of shoe manu- 
facturing held its first meeting at the Hotel 
Commodore, New York City, on October 26. 
The meeting was given an official character 
through the participation of Col. Roscoe S. 
Conkling, Deputy Administrator of the NRA. 
The session of the committee was practically 
continuous from noon until 3:00 a.m. and was 
devoted to organinzation, interpretation of the 
code and consideration of the possibilities of 
change, modification and amplification. 

The Planning and Fair Practice Committee of 
the Shoe Manufacturing Industry is selected on 
the basis of sectional and typical representation. 
Is a body separate from the National Boot and 
Shoe anufacturers Association — although 
most of its members are from that association. 
The following will serve until January 1, 1934, 
when a plan of representation is to be worked 
out with the approval of Col. Roscoe S. Conk- 
ling. 

Roger A. Selby, Selby Shoe Company, Ports- 
mouth, Ohio—Chairman : 
Col. Roscoe S. Conkling, Deputy Admini- 

strator (without vote) 

O. Ball, Managing Director of N.B. & 


Ja 
oM-A. (without vote) 

H. a, aged A. E. Nettleton Co., Syracuse, 
N 


E. S. Gerberich, Gerberich-Payne Shoe 
Company, Mount Joy, 

R. P. Hazzard, R. P. 
diner, Me. is 

L. V. Hershey, Hagerstown Shoe & Legging 
Co., Hagerstown, Md. 

J. F. Jarman, General Shoe Corp., Nash- 
ville, Tenn. : 

Harold C. Keith, Geo. E. Keith Co., Brock- 


ton, Mass. 
Fred A. Miller, H. C. Godman Co., Colum- 
F. McElwain Co., 


Pa. 
Hazzard Co., Gar- 


bus, Ohio 
. F. McElwain, J. 
Nashua, N. H. 
yo Read, Gregory & Read Co., Lynn, 
ass. 
W. E. Tariton, Brown Shoe Co., St. Louis, 
° 


A slipper manufacturer to be elected by 
Slipper Manufacturers 
A Stitchdown manufacturer to be elected 
by Stitchdown Manufacturers 
This body now becomes the supreme au- 
thority of the shoe manufacturing industry 
under the NRA Code, empowered to legislate, 
self-discipline, and interpret for industry under 
government authority. 





the customer with the shoes, either be- 
fore she leaves the store or at home if 
the purchase is ordered sent. 








James Mack Opens 


SAN FRANCISCO, CaLIr.—Among San 
Francisco elite shoe shops will be 
James Mack’s. James Mack has re- 
cently leased the 45 Geary Street 
premises and is installing a high class 
shop for milady’s patronage. 





Starts Manufacturing 


St. Maries, IpAHo— Otto Kihlberg, 
well-known western shoe man, has gone 
into the shoe manufacturing business 
here in St. Maries, Idaho, 





New Store in Pawtucket 


PAWTUCKET, R. I.—Jacob Ginsberg 
has registered a shoe retailing business, 
The Bargain Shoe Store, at 50 N. Main 
Street. 





Opens in Delray 


DETROIT, MicH.—Isadore Taub and 
Valentine Jakovac have opened the 
new Right-Fit Shoe Store, Inc., in 
the Delray suburb at 8120 West Jeffer- 
son Avenue. 
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Two Unusual Windows 


CHICAGO—Two unusual windows are 
attracting the attention of window 
shoppers these days. The one is at 
Mandel Brothers. It contains a collec- 
tion of odd-looking footwear gathered 
from all over the world. The window 
poster announces that: “Fall 1933 
modes are a smart contrast to those 
of other climes and other times.” 

The second window is that of Car- 
son, Pirie, Scott and Company. It con- 
tains a display of bags. These are all 
French originals. The names of the 
French fashion experts are plainly 
marked on each bag, giving window 
fans a chance to get a bird’s-eye view 
of the different slants that different 
designers give to bags. 

The array of names is quite impos- 
ing. Maggie Rouff is represented by 
a velvet bag with a large colorful mo- 
saic clasp; De Ravenel has a leather 
bag that looks something like a dimin- 
utive and oblong hat-box; Schiaperelli 
has a big double-handled bag strictly 
tailored; Volokoff’s bag is of quilted 
silk with a large oval mirror clasp; 
Coye has a flat bag of suede with top, 
bottom and corners of leather. It 
fastens at one corner. Prana’s bags 
have unusual clasps, large and stun- 
ning; Vionnet’s delegate to this con- 
vention of bags is a two-handled suede, 
finely tailored; Decupis speaks up with 
a very large suede with satin bands; 
Hernees and Paolo have several bags 
to their credit. 





Cork Forms Unique Background 


OpGEN, UTAH—Cork in sheets, laid 
by professional linoleum layers, banded 
with two-inch strips of chromium with 
stand-out chromium letters announc- 
ing the name of the store, was the 
background upon which L. R. Samuels 
Company, built a display of new shoe 
modes. Groups of maple stands of 
two-inch, four-inch and half foot 
height, banded with black and chro- 
mium, and bordered with ovals and 
semi-circles of black vitriolite, were 
used as stands for the shoes. Shoe 
stems of gracefully curving chromium 
on jet stands held other new models. 
The colors displayed were gun grey, 
black and beer brown, with gloves and 
bags to match. On the center display 
at both windows, a rainbow spotlight 
was trained, which gave it the position 
of prominence. 

The display was designed by L. R. 
Samules, himself. 





To Have Shoe Dept. 


CANTON, OHI0—The Seitner Co. de- 
partment store, one of the oldest in the 
city, for many years operated by David 
Seitner, has been acquired by Fred 
Berry of Cleveland, who has assumed 
charge. Among changes made in the 
store is the addition of a complete 
footwear department, on the main floor 
and also footwear section in the down- 
stairs store. 





























Boot AND SHOE RECORDER 


combining THE SHOE RETAILER. Nov. 4, 1933 








THE SELLING END 





Stage January Shoe Fair 

Los ANGELES, CALIF. — The Shoe 
Travelers Association of Los Angeles 
in a letter by Joe Kalisky, Pres., and 
Ned Dreyfus, Sec., have announced 
that the next Semi-Annual Shoe Fair 
and Style Show will be held at the 
Alexandria Hotel, Monday, Tuesday, 
and Wednesday, January 15, 16, 17, 
1934. The letter states in part: 

“We are proud of the fact, that this 
call for a January show has come from 
so many who participated at the June 
show. To you, who are not conversant 
with the fact that a rebate was made 
to every exhibitor, we wish to assure 
you that even a larger rebate will be 
made if we receive the same coopera- 
tion. 

“Several of our members, as well as 
non-members, who will exhibit and 
know of our wish to rebate, thought 
that the excess profit should be placed 
in a fund and used to assist any shoe- 
man, traveler, retailer, clerk, jobber or 
manufacturer who may need temporary 
financial assistance. 

“At this time, we wish to thank the 
exhibitors who so kindly expressed 
their satisfaction of the results obtain- 
ed from our last show. We shall 
promise you a better style show on our 
boardwalk and other attractive fea- 
tures that will please you. 

“We are assured by the Los Angeles 
Chamber of Commerce of the same 
publicity as well as their generosity in 
printing our programs and furnishing 
badges at no cost to us. An effort will 
be made to bring to our January shoe 
fair and style show, every retail shoe- 
man of California, as well as all States 
from Denver west. 

“The Retailers Association of Los 
Angeles are to be our guests and an 
interesting program and banquet will 
be arranged for them. This is to be 
an outstanding shoe show and we ask 
your hearty cooperation.” 





Fred Stanton Injured 

Fred Stanton, secretary of the 
Southern Shoe Travelers Association, 
was the victim of a hit and run motor- 
ist in Cambridge, Mass. As he was 
crossing one of the main streets a mo- 
torist cut out from the line and hit 
him with such force that he was thrown 
to the side of the road, where he lay 
unconscious till a passing Samaritan 
picked him up and took him to the 
Cambridge City Hospital. While he 
was greatly shaken up he did not re- 
ceive any serious injuries, but a few 
abrasions and scalp wounds. 


Levine With Saks Corp. 


Morris Levine, well known in Eastern 
shoe circles, is now associated with M. 
J. Saks Shoe Corporation, wholesale 
distributors of women’s novelty foot- 
wear at 152 Duane Street, New York 











City. 



















A member is protected against practically 
every accident wherever and whenever it 


THE HUNT 


IS OVER 





Here is the most reasonable income 


protection ever offered— 


$25 to $100 


WEEKLY INDEMNITY 


$5,000 to $20,000 


DEATH INDEMNITY 




































might take place the world over. 


WE ACCEPT FOR MEMBERSHIP 


COMMERCIAL MEN 
PROFESSIONAL MEN 


COMMERCIAL TRAVELERS 
ACCIDENT ASSOCIATION 


BUSINESS MEN 
OFFICE MEN 


And Other Preferred Male Risks Ages 18 to 60 


e * 
40 Years of e "Ask the 
Unfailing man that 
Service For is a member" 
° Application or ° 


a a eae ee ae: Sa eae CUT THIS OUT AND MAIL IT TO US TODAY —= ——-—=—- — — 


ORGANIZED 1894 


information write 


JOHN S. WHITTEMORE, Secy.-Treas. 


77 Franklin Street, Boston 


Mr. JOHN S. WHITTEMORE, Secretary- Treasurer 
Eastern Commercial Travelers Accident Association 
77 Franklin Street, Boston, Mass. 


Please mail me application for membership and full particulars on accident 


insurance. 
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‘BU 


YN 


The CROSSETT 


Shoe 


ANOTHER FEATURE 
OF THE IN-STOCK 
CROSSETT LINE IS 
THE SUPPLE TREAD 
OXFORD IN BLACK 
KID. 

WIDTHS A TO E 


| 











60 STYLES IN STOCK 





WRITE FOR AGENCIES IN 


sa L & S SHOE CO. inc. 


I 
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ne NEW 


lll a iW 


RETAILERS! 
BUY IN THE NEW YORK 
WHOLESALE SHOE MARKET 


@ When you need fast selling shoes. 

@ When you need popular priced footwear of all de- 
scriptions. 

@ When you need the smartest popular styles of the 
season. 

@ When you need prompt deliveries from In-Stock de- 
partment. 

In other words, everything you need in the way of foot- 

wear and service is ready for you in 


The New York Wholesale Shoe Market 


|] 


‘aus 


yannenn| 








OR. CHESTER GRADE 


CHILDREN’S SHOES 
THAT 
SELL a 





SOLID LEATHER SEpUINE 
00 WEL 
No. 851PATENT- eeu. LEATHER 
SIZES 62-8 FUAT hnD BEOLLEGE™ eeis 
SIZES 82-12 PRICE $1.60 
THE MOST COMPLETE IN-STOCK LINE OF JUVENILE SHOES IN NEW YORK 


b— MORRIS SHOE CO.1¢. 143 Duane St., New le 


The Pedicharm Shoe 


for women 


FASHIONABLE—CORRECTIVE 
AAA - EEE 


IN STOCK 


A Large Assortment of 
Beautiful and Latest Pat- 
terns in _ Diversified ff 

Leathers 


TO RETAIL AT $44 anv $5 


LAZARUS FRIED & SONS, INC. 
118-120 Duane St. New York City 


yes te reeeree. sete. 














144 DUANE ST 
NEW YORK, N. Y 
HOW TO REACH THE NEW YORK SHOE MARKET 





|_ TIMES SC 





We hope you will 
consider thisacordial 
invitation to call on 
any of the market 
establishments. The 
market is very easily 
reached from any 
part of New York. 
From Times Square 
or Pennsylvania Sta- 
tion, take the Broad- 
way-Seventh Avenue 
I. R. T. express to 
Chambers Street. 
From Grand Central 
Station take the Lex- 
ington Avenue ex- 
press to Brooklyn 
Bridge. If you take 
the B. M. T. Subway, 
get off at City Hall 
Station. From 42nd 
Street and Eighth 
Avenue take the new 
Eighth Avenue Sub- 
way express to 
Chambers _ Street 
Station. The great 
wholesale shoe mar- 
ket is but a block 
or two from any of 
these stations. 









































MARKET 

















“LAST CALL” 


14 IRON ARMOR-TRED SOLE 
LEATHERTAP—STORMWELT 


IN STOCK 


4200 Little Men’s 10 in. Tan Elk—Sizes 12-132 $1.85 
Ol Boys 12 in. Tan Etk—Sizes 1-6 $2.10 
4202 Little Men’s 10 in. Black Elk—Sizes 12-13'/ $1.85 







03 Boys 12 in. Black Elk—Sizes 1-6 $2.10 
B. FRIEDMAN SHOE CO. 
Est. 1880 
109 Reade St., 





New York City, 
N. Y. 









GENUINE 
HAND TURNED 


$1.23 kid D’Orsay, Flexible 
NET Leather Sole, Hand 
Turn, Covered Heel, 
Quilted Satin Sock 
Liring. 
BLACK—RED 
GREEN—BLUE 


Available in A and C 
Widths 


GOLO SLIPPER C0. inc. 129 puane sr, n.v.c. 
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VORK MARKET. = 


GENUINE ALLIGATORS 


OPERAS 


IN-STOCK 


. HUNDREDS OF RETAILERS 
M\ TELL US THAT ee | 











No. 1811 





No. 1511 > 


@ LION HAS THE HEELS 


AG 


Baby Heel High Heel 


@ LION HAS THE TOES 


232 


Long Vamp Short Vamp 


@ LION HAS THE SIZES 
1 to 9—Widths A to C 





@ LION HAS THE MATERIALS |> 


KAFFA—PATENT LEATHER—BROWN KID 
BLACK SATIN—WHITE FAILLE 


@ LION HAS THE PRICE 


$ 1 85 
PROMPT DELIVERY 


LION SHOE CO. tne. sew vor wv 


| ECONOMY FOOTWEAR 





IN STOCK 


#9000" OxronD. assis BLUCHER 

(o/8 cont covered heel AAA to" ¢.: $4.00 
#9001 —Opera "Pu ump 19/8 cont. heel $4.00 
#9002 ~— " = cum as 










BLACK MANDRUCCA 
BROWN MANDRUCCA 
BROWN ELK 
BLACK ELK 


WHITE MOIRE AA-C 
BLACK MOIRE 


BLUE VELVET $1.85 e 


BLACK VELVET 


J. WEISS SHOE CO., INC. 
Women’s Novelty Shoes 
137 DUANE ST. NEW YORK, N. “J 


81.35 





IN-STOCK 


4043—Kaffa—Baby Heel sieaeas 
4044—Kaffa—High Heel a 
4047—Patent and Kaffa—Baby Heel ~~~ 


4048—Patent and Kaffa—High Heel _.. 
4049—Brown Kid—Baby Heel wins 


4050—Brown Kid—High Heel ee 


[ion Shoe (. 


<THE *? OPERA 


501 BROWN KID 
507 BLUE KID 

508 BLACK PATENT 
508 BLACK KAFFOR 
512 BLACK FAILLE 


145 Duane Street, 
New York City 











Also “ Pony Heels. 


Gru clerks 


Ladies’ Grin a Footwear 
131 Duane St. New York, N. Y. 


AAA-C 
Price $2.25 
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1436-— Evans Standard 


. Leather Heel. 
In stock 5-13 C, EE....$2.40 





IN STOCK 








1506—Soft Sole, Black, 
Grain, 


stock 


No. 
Full 
Opera. In 





For those extra hours 
SUGGEST 
COMFORTABLE 
SLIPPERS 


© 


The “New Deal” creates more hours of 
leisure—more hours to be _ spent 
around the house—listening to the 
radio—reading—relaxing. These are 
hours when Evans slippers will be worn 
—and worn out, in time. These hours 
open up a new market for alert re- 
tailers. If your stock is not complete, 
send for our In Stock catalog, showing 
complete lines of hand turned and 
cemented hard soles and a new line of 
soft soles. 


L. B. EVANS’ SON 
COMPANY 





WAKEFIELD, MASS. 





New York—Although the formula- 
tion of a code for the shoe manufac- 
turing industry under the National Re- 
covery Act has been the paramount 
activity engaging the attention of Pres- 
ident Roger A. Selby and officers of the 
National Boot and Shoe Manufacturers 
Association during the past three 
months, plans and work in preparation 
for the National Seasonal Opening, to 
be held at Hotel Commodore, New 
York, Dec. 5 to 8, 1933, have been go- 
ing forward steadily, and the progress 
to date gives promise of a most suc- 
cessful exhibition. 

Ruth S. Freeman, secretary of the 
National Boot and Shoe Manufacturers 
Association, reports that more than 
seventy applications for display space, 
together with registration fees as re- 
quired, have been received. On the 
basis of these applications, which came 
without solicitation, the association 
feels confident that the seasonal open- 
ing in December will be a representa- 
tive gathering of outstanding firms in 
the manufacturing branch of the in- 
dustry. 

Evidence of interest on the part of 
retail shoe merchants and buyers is 
also distinctly encouraging, and it is 
believed that this year’s opening will 
attract an even larger number of re- 
tailers than those in attendance at the 
openings of the past two years. Mer- 
chants are watching market develop- 
ments more closely than ever this year, 
and the December opening is timed to 
give them an opportunity to inform 
themselves on the outlook for the 
Spring season so that they may adjust 
their buying and merchandising plans 
accordingly. 

One of the factors in connection with 
the National Seasonal Opening that 
warrants the expectation of steadily 
increasing attendance at each succes- 
sive exhibition is the satisfaction and 
enthusiasm expressed by those who 
have attended these openings in former 
years. Not only have the great major- 
ity of manufacturers considered them- 
selves amply repaid for their participa- 
tion, but representative merchants who 
have attended have expressed approval 
of a December showing of styles for 
the advance season in letters addressed 
to the association. 

Expressing the viewpoint of a shoe 
manufacturer, Paul Jones of the Com- 
monwealth Shoe and Leather Company, 
declared that “with September, October 
and November selling behind us, the 
style trend for the following season 
can, by the date of the show, be ac- 





curately enough forecast for all prac- 
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Look for Successful Opening 


National Boot and Shoe Manufacturers Association Officers 
See Indications of Interest on Part of Merchants and 
Exhibitors in New York Show, December 5th to 8th 


tical purposes. By that time the bulk 
of Fall reorders will have been placed 
and the factories as always face the 
dullest time of the year in December. 
The result has been an extremely er- 
ratic production curve, with its at- 
tendant costs and losses in these un- 
usually quiet months. Our industry is 
facing more serious competition than 
ever for the consumer’s dollar. We 
must be in a position to offer maximum 
value and attractiveness to get even 
the dwindling share of that dollar 
which has been coming to us in the 
men’s shoe game. Every factor, there- 
fore, which leads to economical and ef- 
ficient production should be taken ad- 
vantage of, and certainly one of the 
principal of such factors is the early 
seasonal opening.” 

From the standpoint of the women’s 
shoe manufacturer, William G. Dodge, 
of Dodge, Bliss & Perry Co., Inc., 
wrote: “We made more valuable con- 
tacts at the seasonal opening than at 
conventions of a similar character, and 
the people who bought our shoes at 
that time secured better goods and bet- 
ter deliveries, which we had time 
enough to make carefully and to devote 
our best efforts. We are distinctly for 
the seasonal opening early in the sea- 
son and believe it will work to great 
benefit for the trade in general. It 
gives the retailers attending an oppor- 
tunity to see the lines together, to de- 
termine the trends and to place orders 
intelligently, whereby better workman- 
ship and better deliveries are possible.” 


Sell Shoes as Practical Gifts 
[CONTINUED FROM PAGE 19] 


spirit and emphasizing the idea that 
footwear is the ideal Christmas gift, as 
suggested above. Follow that a week 
later with a window playing up some 
special line of Christmas merchandise, 
such as slippers, but also showing the 
various other accessories, like buckles, 
handbags, etc. After this window has 
been in for a week, make another com- 
plete change, putting the emphasis this 
time on some other line of merchandise, 
hosiery, for example, but giving prom- 
inent place to the other accessories. 
In this way your windows will have 
a chance of attracting the attention of 
greater numbers of people, exert a 
stronger sales influence by appealing 
to the individual preferences of more 
customers and greatly increase your 
store’s chance of developing a worth- 
while volume of holiday business. 
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Code Supervisory Body Set Up for Administration 


Geuting and Melville to Function for 
Retail Shoe Industry 


WASHINGTON, D. C.—The National 
Shoe Retailers’ Association and the 
National Council of Shoe Retailers 
have been given equal representation 
on the National Retail Trade Council, 
under an order issued by Administra- 
tor Hugh S. Johnson. 

Pending election of members of the 
council by a method yet to be deter- 
mined, General Johnson ordered that 
the council be made up of two repre- 
sentatives each from the dry goods, 
furniture, hardware, limited price 
variety, mail order, men’s clothing and 
furnishings, music and shoe trades. 

Until the representatives can be 
elected, the National Retail Trade 
Council membership will be made up of 
representatives who already have been 
elected or appointed by the boards of 
directors of the National Retail Dry 
Goods Association, National Retail 
Furniture Association, National Retail 
Hardware Association, Limited Price 
Variety Stores Association, Inc., Mail 
Order Association of America, Nation- 
al Association of Retail Clothiers and 
Furnishers, National Association of 
Music Merchants, National Shoe Re- 
tailers’ Association and the National 
Council of Shoe Retailers. 

The National Shoe Retailers’ Asso- 
ciation and the National Council of 
Shoe Retailers will have one repre- 
sentative each. Both representatives 
will, however, vote as one, as the code 
provides that each division of a trade 
shall have one vote in all action taken 
by the council, regardless of the num- 
ber of representatives from each divi- 
sion. 

Under the reorganization plan 
adopted October 25 by Administrator 
Hugh S. Johnson, Arthur D. White- 
side, who, as deputy administrator, has 
been handling the retail codes, will con- 





tinue to handle problems of adminis- 
tration which will arise. Mr. White- 
side has been designated a division ad- 
ministrator, in charge of division 4 of 
the new organization. This division 
has supervision over trades and ser- 
vices, textiles and clothing. 

Three other divisions were created at 
the same time, with K. M. Simpson in 
charge of division 1, handling extrac- 
tive industries (metals, coal), automo- 
biles, shipping and related industries; 
Malcolm Muir in charge of division 2, 
handling construction and machinery, 
lumber and metal products, and C. C. 








DATES TO REMEMBER 


Armistice Day November 11 


Thanksgiving 

30th Annual Convention, National Boot and 
Shoe Manufacturers Association, Hotel 
Commodore, New York........ December 4 

National Season Opening, Hotel Commodore, 
New York December 5-8 


Cirle? cs oo ees Cm eee December 25 
New Year’s Day............. January 1, 1934 
National Shoe Retailers Annual Convention 

at St. Eauis....... 002-605. Jan. 8, 9, 10, 1934 


National Shoe Travelers Assn., 23d Annual 

Convention, Hotel Statler, St. Louis, 
Jan. 11-12, 1934 

Semi-Annual Shoe Fair and Style Show, 
Alexandria Hotel, Los Angeles.Jan. 15-16-17 

Middle Atlantic Shoe Retailers Association, 

20th Meeting and Exhibition, Hotel 
Adelphia, Philadelphia. .Jan. 22, 23, 24, 1934 

Northwestern Shoe Retailers Regional Asso- 
ciation at Sioux City....Feb. 5, 6, 7, 1934 


Indiana Shoe Buyers Eleventh Annual Con- 


vention. Claypool Hotel, Indianapolis, 
MIN sc cccce cata evr ack Feb. 4, 5, 6, 1934 
ES oe errr: April 1, 1934 








November 30 | 








EVERY WEEK 
Williams in charge of division 3, han- 
dling chemicals, leather and _ other 
manufactures. 


This set-up leaves General Williams 
in charge of administration of the 
boot and shoe manufacturers’ code and 
the leather industry code. 

Each division is to be a separate 
unit in itself, with legal, technical, in- 
dustrial, labor and consumers’ advis- 
ers permanently assigned to each. 

Ward Melville, president of the Na- 
tional Council of Shoe Retailers, ad- 
dressed a letter last week to the presi- 
dents of all national, sectional and 
state retailers’ associations, urging 
these executives to emphasize, in per- 
sonal messages to their memberships, 
the great responsibility which now 
rests squarely upon the retail trade. 

“Because of his immediate and di- 
rect contact with consumers, the re- 
tailer today is the key to the success 
of the entire NRA program. The en- 
thusiasm of the distributor, more than 
any other single factor, will give mo- 
mentum to recovery. 

“The basis of the entire program, 
the foundation on which it all must 
rest, is increased consumption; not 
only increased buying power, because 
that alone will not do the job, but the 
existence and exercise of increased 
spending power. The increased buying 
power is already here. If the retailers 
of the country recognize this, and will 
drive ahead for the biggest Fall and 
Winter business possible, it will be 
transformed into increased spending, 
which is so necessary to the recovery 
aims. 

“It is apparent, therefore, that the 
entire success of the recovery program 
depends upon moving goods into the 
hands of consumers. The manufactur- 
ers’ codes are essential to the pro- 
gram, of course, but they are only the 
beginning. If the consumer does not 
buy—for any reason whatsoever— 
these codes are immediately canceled. 
The Government can install, with the 
aid of an industry, a code under which 
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that industry pledges itself to pay 
higher wages and employ more men. 
But only the great body of consumers 
can place the seal of approval on that 
code. 

“As the business man who stands 
closest to the consumer, the retailer 
must perforce accept the responsibility 
of ‘selling’ the Government’s program 
along with his goods. The Govern- 
ment’s ‘Now Is to Time to Buy’ cam- 
paign shows very clearly that there is 
an official recognition of the impor- 
tance of the retail sale in the indus- 
trial structure. This campaign will 
undoubtedly produce results but, in the 
last analysis, retailers must primarily 
help themselves. This has always been 
true in our history and it will continue 
to be true as long as our economic sys- 
tem endures.” 


Brockton Factories Make Up 
Lost Time 


BrockTtoN—Despite the report that 
many eastern factories have completed 
their present run, Brockton and South 
Shore factories, with the possible ex- 
ception of a few scattered factories in 
Maine and New Hampshire are at 
capacity production. 

With the Spring run scheduled for 
early in November, Brockton factories 
directly affected by the recent walk- 
out of its workers, practically all of 
whom have returned under the newly 
formed union, are exceedingly busy. 





Delayed. orders and depleted instock 
departments have required 80 per cent 
of the manufacturers of the district 
to include the half day Saturday in 
their schedules to fill orders. 

Other factories of the district, where 
open shop has prevailed report a rea- 
sonable run, under existing conditions 
and the volume makers appear destined 
to run steady through to the first of 
the year, so great has been the demand 
for $2.50 and $3.00 retailers. 

Despite the labor difficulties which 
started the latter part of August, the 
Brockton district made a 65.8 per cent 
gain in production of August of last 
year while in July of 1933 the district 
made a 75 per cent gain in production 
over July of last year. 

Among the leading factories whose 
production was retarded by labor diffi- 
culties and now engaged at capacity 
production are Diamond Shoe Corp., 
Doyle Shoe Co., George E. Keith Co., 
Stacy-Adams Shoe Co., Stone-Tarlow 
Co., A. Freedman & Sons and the C. A. 
Eaton Co. 


Selby Declares Dividend 


PorRTSMOUTH, OHIO—At the monthly 
meeting of the board of directors of 
the Selby Shoe Co. the usual quarterly 
dividends of $1.50 on the preferred 
stock and 40 cents on the common stock, 
payable Nov. 1 was declared. Merchan- 
dise plans for the Spring season were 
discussed. It was announced that the 
new samples would be ready about 
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Nov. 1 and will be sent to salesmen, the 
usual sales conference being dispensed 
with. 





Best Ever Slipper Resumes 


MIDDLETOWN, N. Y.—The Best Ever 
Slipper Co. have resumed operations, 
having established a manufacturing 
plant in this city from which point 
their instock shoes will be shipped. Two 
men who were formerly connected with 
the old company are in control, A. 
Fried is treasurer and attending to the 
production details while Andrew F. 
Lechmer has charge of sales. Prac- 
tically the same line is being produced 
as before. 


Wages to 1929 Level 


LonpDON, OntT.—John J. McHale, 
president of the Scott-McHale Shoe 
Co., states that the wages of the em- 
ployees of the firm’s shoe factory here 
will be advanced to the year 1929 level 
within four or five weeks. 








$1 for Old Shoes 


Boston, MAss.—Some Boston stores 
are reviving the idea of trading old 
shoes for new, the customer turning in 
the old pair for $1 as allowed on the 
new pair, and the stores turning over 
the old shoes to the charity agencies 
for distribution among these who have 
no good shoes. And cold winter is 
ahead. 








ONLY 


Other Hotels under 

Ralph Hitz direction: 

THE RITZ-CARLTON 

Atlantic City 

THE BOOK-CADILLAC 
- Detroit 

NETHERLAND PLAZA 
Cincinnati 


HOTEL VAN CLEVE 
Dayton 





with quick 


ington the 


A DAY! 


Just imagine! You can stop at this smart new 
hotel for as little as $3 a day for one person, $4 
a day for two. Other rooms at $4, $5 and $6. 
Suites $10 for either one or two persons, 
Restaurant prices are economical too—4 
different restaurants with dinner and supper 
dancing nightly e The Lexington is located 
conveniently in the Grand Central district, 


access to trains, theatres, shops 


and business centers. Try the Hotel Lex- 


next time you're in New York. 


HOTEL LEXINGTON 


48TH STREET AT LEXINGTON AVE- NEW YORK 
Directed by Ralph Hitz - Charles E. Rochester, Manager 
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“STREET OF LITTLE SHOPS” 





Cuicaco—An attractive foot health 
window by the Boston Store, Chicago, 
is shown in the accompanying illustra- 
tion. This store, as told in a recent 
news item, has installed an interesting 
innovation in the shoe department on 


the fourth floor, known as the “Street’ 


of Little Shops,” extending for almost 
a city block, with small individual 
shops, each devoted to a particular line 
of orthopedic shoes. These include 
Physical Culture, Dr. Kahler’s, Ground 
Gripper and Cantilever, for all of 
which this store has the exclusive 
agency in Chicago, also Red Cross, with 
exclusive sale in the Loop district. 

All of the shops have uniform deco- 
rations except the Red Cross unit, 
which has been in operation for some 
time. These include comfortable chairs, 
attractive draperies, neat stock shelves 
and an X-Ray machine. Although each 
shop is a unit, there is also an opening 
from one to another. The group also 
includes an office, where a permanent 
orthopedic surgeon will be in charge. 
Dr. J. H. Styles, Jr., has been engaged 
to train the sales force. 

In speaking of this new venture, A. 
Sachs, manager of the women’s shoe 
department, said: “I believe that we are 
setting a precedent in shoe merchan- 
dising with this novel idea of a ‘Street 
of Little Shops.’ Here, I believe, is now 
the largest foot-health quarters under 
any one roof in the United States. We 
have almost an entire city block of 
shops furnished and equipped in a 
manner equivalent to shops anywhere 
on a main boulevard in any large city, 
where customers can purchase nation- 
ally known corrective shoes. 

“From years of experience in the shoe 
business I have found that the major 
factor in selling shoes is not only qual- 
ity merchandise but super-quality ser- 
vice. We instruct our sales force to 
treat every customer who enters as if 
she were some respected relative. Sales- 
people are instructed to give each cus- 














tomer all the time she needs for a 
perfect fitting. We invite a second or 
third fitting if the customer desires it. 

“Moreover, we hold ourselves re- 
sponsible for every last that we rec- 
ommend. We urge our customers to 
keep in touch with us, as our interest in 
them does not end with the sale of a 
shoe. We wish to follow up all sales 
of corrective shoes just as a physician 
does a patient for whom he has made a 
diagnosis and prepared a prescription. 
Moreover, we invite returns of shoes 
that for any reason do not satisfy 
(whoever may be at fault) and we are 
liberal in our adjustments. Money is 
refunded as cheerfully as it is taken. 
We believe that these are some of the 
main policies which have helped us 
build up this department to its pres- 
ent gratifying volume. 

“Anyone can quickly learn to BUY 
shoes for a department. It is the SELL- 
ING end that is the main issue. In 
the first place our shoes must be sold 
to our sales force. They must be en- 
thusiastic about them and zealous to 
sell them. ‘Make every customer YOUR 
customer and friend,’ is our slogan to 
our sales force. ‘Make every customer 
a publicity agent for our shoes,’ is our 
slogan for ourselves.” 





Vacant Store Displays 


CLEVELAND, OHI0O—Business of the 
W. L. Douglas shoe store, 406 Superior 
Avenue, has been increased through the 
use of outside vacant store display, 
according to the manager, Hugh Mc- 
Grath. This store is located just out- 
side of a large arcade building and 
arrangement has been made with the 
building management to permit them 
the use of a vacant store window for 
display purposes. A diversified array 
of merchandise is set up and the ex- 
hibit is changed every two weeks. 
Large signs refer Arcade crowds to 
the store on Superior Avenue. 
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As stated by Mr. McGrath, many 
people enter his shop and speak of 
having first viewed the shoes at the 
outside exhibit. Large throngs pass 
through the Arcade daily and a favor- 
able sales stimulation is secured. 





Display Brought Business 


ATLANTA, Ga.—Making the _ boys 
from the country feel at home via the 
display window recently paid good re- 
turns for the Atlanta branch store of 
the Florsheim Shoe Company, of which 
Charley Crawley is manager. The floor 
of the two display windows was cover- 
ed with pine needles. Backgrounds of 
wallboard with pine sapling trimmings 
were arranged. An occasional pine 
stump held a pair of the latest Flor- 
sheim shoes. While pine cones scat- 
tered through the pine needles on the 
floor still further carried out the forest 
illusion. The ultimate result was not 
only an unusual display of shoes, but 
that goal of every window trimmer... 
a display window that really brought 
in business. 


Club Room in Store 


GREELEY, CoLo.—A lounging room 
for women customers has proved a 
very valuable asset for the Harbaugh 
Shoe Co. 

The room is a comfortably appointed 
enclosure measuring about 15 feet by 
25. It is fitted out with wicker fur- 
niture, and has several tables and writ- 
ing desks for the convenience of 
patrons who wish to write letters or 
perform other similar tasks. Located 
in the back of the store, it is as nearly 
private as possible, and at the same 
time does not take up much valuable 
display and stock space. 

A door on one side of the room leads 
directly to a booth in which the store 
telephone is housed. Patrons are wel- 
come to use the phone free of charge 
at any time. The booth is approached 
by another door from the outside so 
that store employees have easy access 
to it without interrupting people in the 
lounge. 

The room has been made a sort of 
downtown headquarters for various 
women’s clubs and other similar 
groups. They are invited to use the 
room for meetings whenever they like, 
and to come here to rest, read or 
write—and numbers of them take ad- 
vantage of the offer. 

According to store managers, the 
room has created an unlimited amount 
of good will, and has been directly re- 
sponsible for many sales. Women who 
use the service feel obligated to the 
store. 


Physical Culture Store Moves 


Detroit, Micu.—Physical Culture 
Shoes has moved up the street to a 
commanding corner at John R. and 
Farmer Streets, in the Dixieland Hotel. 
Henry Levy continues as manager. 
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“LeGette’s” Opens 


SPARTANBURG, S. C.— An exclusive, 
ladies’ shoe store was opened Oct. 1, at 
131 East Main Street by F. C. LeGette 
and E. W. LeGette in co-partnership. 
The store, which is operated under the 
name “LeGette’s,” has been entirely 
remodeled and is modern and pleasing 
in every respect. 

The unique and attractive window 
displays, and the floor arrangement de- 
tailed in good taste, give the place an 
air of refinement and distinction. 

Added features of public appeal are 
a radio hook-up and daily ads in the 
local paper. 

Both F. C. and E. W. LeGette have 
had wide experience serving in the re- 
tail shoe trade in the South. 


Simmermacher Sells Store 


WILLARD, OH1I0—Louis Simmermach- 
er, who together with his father the 
late William Simmermacher have oper- 
ated a retail shoe store here for 55 
years, sold the business to William Hul- 
burt of Detroit. The store was opened 
in 1878 and was moved to its present 
location in 1890. William Simmer- 
macher died in 1900 since which time 
Louis Simmermacher has been the pro- 
ne and manager. 





CURRIED INSOLES 


Boston, Mass.—Curried insoles are featured 
in men’s stores here. The leather is curried so 
that it wont crack or curl. Leading stores show 
samples of the soles, so that pavement pounders 
cae may know what curried leather is 
ike. 


Schwartz Store Moves 


RaHway, N. J.—Schwartz Shoe 
Store, which has been located for the 
past 14 years at 111 Irving Street, 
Rahway, has moved into its new loca- 
tion at 144 Main Street and conducted 
a big reopening sale. The new store 
has been equipped with new modern 
fixtures which gives the establishment a 
metropolitan atmosphere. 


Better Shoe Dept. Planned 


BALTIMORE, Mp.—A new, larger and 
more modern shoe shop will be oper- 
ated in the new “home” of Brozer’s De- 
partment Store, to be located in the 
new building to be constructed at 3830- 
3840 Eastern Avenue, at an estimated 
cost of several thousand dollars. Work 
on the structure has been started. 


Shubox Opens 


YOUNGSTOWN, OHIO—Shubox, newest 
footwear shop for women has_ been 
opened at 123 W. Federal Street. New 
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store is featuring the Fashion line of 
women’s footwear priced in two groups 
only,$2.45and $2.95. Storewill maintain 
a popular priced hosiery department. 


Heads Hospital Appeal 


New YorkK—Louis J. Robertson, 
president of the Bayer-Robertson 
Leather Corporation, has consented to 
serve this year as chairman of the 
Leather and Hides Auxiliary of the 
United Hospital Fund appeal. 

As it has done for so many years, 
the Fund will again distribute its in- 
come on one basis only—the amount of 
free service rendered to the poor by 
each of its fifty-six member hospitals in 
New York City. 

According to Mr. Robertson, the free 
service rendered this year by these 
hospitals will cost them more than $4,- 
000,000. He is eager to have the men 
engaged in the leather and hides busi- 
ness unusually well represented this 
year, both as regards the amount given 
and the number of contributors. 


Issue Slipper Catalog 


DOLGEVILLE, N. Y.—Dolgeville Slip- 
per Co., Inc., have just issued an attrac- 
tive catalog covering their complete 
line of SNUG-LERS, the trade name 
of their slippers for men, women and 
children. The catalog is an interesting 
twenty-four page booklet, illustrating 
more than eighty-five styles. 











feature 
Unusually Comfortable Rooms 
and the 
Finest of Foods 





$2.50 Single, $3.50 Double 
De Witt Operated Hotels 


are Located in the 


Heart of their Respective Cities 


cp 


hic ROOMS of 
NCINNAT | 


Hotels are the guest rooms of a city. 
And particular visitors to Cincinnati 
insist on staying at Hotel Sinton- 
St. Nicholas because its large 


livable rooms are the preferred 
guest rooms of the city. 


When you visit the Queen City 
enjoy the comfort and luxury of 
the Sinton-St.Nicholas. Rates are 
surprisingly low-the food is really 
exceptional— and the convenient 
location close to all theatres and 
shops in the heart of downtown 
Cincinnati will surely please you. 











=? lon-St Nicholas 


—————— JOMN L. HORGAN -Managing Director 
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Is There a Shoe Man’s Santa Claus? 


[CONTINUED FROM PAGE 23] 


patent leather, satin-lined, turn sole 
pump. This is used wholly for indoor 
wear in one’s own home. It is not a 
dancing slipper by any means, but to 
wear with a Tuxedo. A man can have 
what to all appearances is a pair of 
formal pumps on his feet, yet what he 
has is as comfortable as his oldest slip- 
pers. Another variation of this same 
idea is a dull calf, four eyelet Blucher 
cut, having a padded sole and a regu- 
lar rubber heel. This shoe has elastic 
laces, so that it may be easily slipped 
on and off. 

Take a flier, too, on some scuffs. 
There are a plenty of kinds and types 
to choose from, and there needs to be, 
for scuffs have many uses, both in 
homes and clubs the year ’round. 
Plenty of men use scuffs for general 
house wear. 

How about making a bid for the col- 
lege, prep and high school trade? 
These fellows like the sheep-lined slip- 
pers and moccasins much better than 
the regular slippers this time of year. 
And on this college subject, why not 
have a few leather coverings for pil- 
lows with the nearby college emblems 
burned on them. Your display man 
will naturally group all items pertain- 
ing to the college trade, so see that he 
uses plenty of color. 

Some of your customers will be tak- 
ing winter cruises, or going where it is 
warmer, around Christmas time, or the 
first of the year. And it may surprise 
you to see the interest that a couple 
of brand new sport shoes will create. 
New shoes, mind you, new shoes. 

Now that horsey crowd in your town 
will be in the market for spurs, boot 
jacks, chains, whips and all the other 
nicknacks which go to dress up the rid- 
ing act, better sweeten up your stock 
on these. Get one of those polished 
shin bones (deer is the best) for the 
fellows who know how to take care of 
their riding boots. That would be a 
novelty. So would be those shoe caddy 
bags for the golf shoes. 

There are all kinds of leather nov- 
elties which are sold alongside of men’s 
shoes as leather polish cases which con- 
tain both polish and brushes, many 
leather cases for shoe accessories, to- 
bacco pouches, billfolds, tie cases, pipe 
cases, key cases and cigaret cases, all 
of leather. The hosiery counter is the 
ideal place to sell these. And of course 
you have a most complete stock of nov- 
elties in the men’s hose section. All in- 
dications point to a real big business on 
men’s stockings this season, for some 
very exceptional patterns are on the 
market. But that’s another story. 

Regardless of how much stock you 
carry, or how far afield you go from 
the shoe business during the Christmas 
selling season, bear in mind that un- 
less you are thoroughly sold on each 
and every item you have the enthusi- 





asm to transmit your pep to those on 


the selling floor, you had best say clear 
of all these extra items. Then, if you 
do, Virginian, you, too, will become a 
doubter, so we print this in the hope 
that no one will ever loose faith in 
Santa Claus. 


HARRY R. TERHUNE, 


Field Editor, Pinch-hitting for Santa 
Claus. 

P. S. If you want any information 

where you can get any of the gadgets 
drop me another line. 


Soxing the Men 


[CONTINUED FROM PAGE 36] 


brushed wool hose. He is interested be- 
cause his legs get cold. A window card 
telling this same story will put the buy- 
ing of wool golf hose in the minds of 
his women folks who are Chrismas 
shopping, particularly if the store has 
something new in the way of patterns. 

On the present market, the 50c. retail 
price is the big retail price for silks 
and lisles, so a shoe store is best off by 
concentrating on two retail prices at 
the most. For the second price, it may 
be 75c. or even $1.00, depending on the 
quality of shoes sold. 

There are three principal patterns 
now selling, plaids, stripes and clocks. 
By taking a couple of outstanding nov- 
elties in each of these groups in the 
popular priced field, in a range of three 
or four color combinations, some very 
interesting business may be worked up. 
Provided all in the store are behind the 
promotion. 

Clocks are particularly strong, espe- 
cially those having a two-color combi- 
nation in the silk and lisle field. Marl 
mixtures (two-tone combinations) are 
desirable too, for many good color com- 
binations have been worked out which 
appeal to the trade which naturally 
comes to the shoe store. Silk against 
lisle decorations are quite striking. A 
few years ago lisles were practically 
out of the picture, but now they are 
very popular, with plenty of brand 
new ideas worked out. 

Argyle plaids which retail at 75e. 
and up are the real high light in smart 
Fall hose selling They are flashy for 
the windows and have a real sales ap- 
peal for the so-called high school, prep 
and college trade. 

The real novelty in the 50c. trade is 
the treatment of the clocks, strips and 
figures in the “shot lisle” field. There 
are many interesting possibilities in 
many hosiery sample lines which should 
make the shoe store window take on 
added life and attraction during the 
holiday selling season. Take a look at 
some of the “Hound’s Tooth” patterns. 

Remember, the women folks will be 
in the market most, so a carefully 
chosen display of novelties should bring 
in some real men’s hose business dur- 
ing the Christmas season. 





Stockings in The Spotlight 


[CONTINUED FROM PAGE 35] 


by the Schuylkill Valley Mills. A 
bulletin recently issued to their deal- 
ers groups their various qualities and 
colors under four types of women, with 
three uses for each. The types are 
the College Girl, the Debutante, the 
Business and Professional Woman, the 
Matron and Clubwoman. The uses are 
Utility (service weights) Town and 
Country, Formal Wear. With this as 
a guide, the salesperson can be of real 
help to harassed husbands and_ be- 
fuddled brothers, to say nothing of 
reducing the returns which are all too 
likely to fill the week between Christ- 
mas and New Year’s. 


Trimming the Slipper Tree 
[CONTINUED FROM PAGE 17] 


Any tailored slipper or scuff in clear 
bright colors (by a little stretch of the 
imagination) can fit into the Chinese 
influence. Square toes, of course, are 
particularly appropriate. Lord & 
Taylor’s, for instance, plan to feature 
this idea to go with Chinese things in 
their negligee department. High col- 
ored kid suede slippers are thoroughly 
suitable, although distinctly high style. 
Your simple kid mules and D’Orsays in 
intense shades of red and green can 
also play a part. But don’t overlook 
the promotion possibilities of tying in 
your tailored slippers with this new 
development in boudoir fashions. 


Gifts—A Christmas Promotion 


[CONTINUED FROM PAGE 22] 


GIFTS—THAT WOMEN APPRE- 
CIATE 
Mr. Man—when you select gifts for 
women, that are as pretty and prac- 
tical as these, you may be sure of 
pleasing. And you can shop _ here 
quickly and comfortably. 
GIFTS—FOR BOYS AND GIRLS 
The children will want some toys, of 
course, but don’t forget they truly 
enjoy new shoes. Gifts that combine 
sentiment and service are plentiful 
here. 
GIFTS—THAT BESPEAK 
THOUGHTFULNESS 
The gift that one can use and enjoy 
is always weleome—particularly so this 
Christmas. (Store Name) is, above 
all else, the store of useful gifts. 
GIFTS—THAT MAKE EVERY 
NICKEL COUNT 
When the list is long and dollars 
few (Store Name) small prices for 
really desirable gifts for all the family 
will be most welcome. 


Woodruff in Jackson, Miss. 


JACKSON, Miss.—Art Woodruff has 
arrived on the scene here from Shreve- 
port to become manager of Frank’s 
Smart Shoe Shop, 230 East Capitol 
Street. For six years he was with the 
same company in Shreveport. 
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. CHASE & SONS 
W. SAVERHILL, MASS 
In Stock—Men’s Full Leather Lined 
Handturned Slippers 


Priced from $1.75 


Kid Pullman Slippers 
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» TRADE DOINGS 4 


F. E. Ballou Honored 


PROVIDENCE, R. I.—Upon the oc- 
casion of his 75th birthday, Frank E. 
Ballou, head of the F. E. Ballou Co., 
was agreeably surprised by the em- 
ployes of his store who gathered at 


closing time and presented him a plaque 
containing pictures and signatures of 
the employes surrounding a picture of 
Mr. Ballou. It bore the inscription, 
“Congratulations on your 75th birth- 
day.” The presentation was made by 
Harold Ballou, his son, on behalf of 
the employes. 

Mr. Ballou founded the shoe store 
53 years ago, and many of the em- 
ployes participating in the celebration 
have worked for him more than 25 
years. The founder enjoys excellent 
health, being at his desk during busi- 
ness hours each day. In addition to 
his daily work in the business, he is 
an ardent participant in all civic activi- 
ties, being president of the Providence 
Retail Trade Board. He is a member 
of the Rhode Island House of Represen- 
tatives, a political pest which he has 
held for several terms. 


D. M. Comfort Promoted 


San Dieco, CALir.—Don M. Comfort, 
who for several years has been con- 
nected with the Walkover Shop at Long 
Beach, in recent months serving as as- 
sistant manager, has been transferred 
to the local Walkover Shop in the ca- 
pacity of manager. 

The shop is now pushing out active- 
ly into the orthopedic field, Mr. Com- 
fort himself taking active charge of the 
orthopedic department. The stock in 
that department has been increased 
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about 100 per cent. The hosiery de- 
partment has been enlarged, with Miss 
H. Condrad as buyer and manager for 
this department. 


Health Shoe Specialists 


WorcESTER, Mass.—The Foot Health 
Headquarters, Inc., a new shoe retail- 
ing business, has been started at 19 
Pearl Street, by Henry J. O’Donoghue, 
president and general manager of the 
corporation. Mr. O’Donoghue has man- 
aged several shoe stores in the past, 
having worked for some time for the 
Cantiliver shoe firm. 

Bessie M. O’Donoghue is treasurer 
of the firm, and Mrs. Alice G. Conway 
is secretary. 

The new enterprise is featuring 
quality shoes, carrying Cantiliver, 
Physical Culture, Ground Gripper and 
Dr. Kahler lines. During the seven 
weeks of their existence, Mr. O’Don- 
oghue reports a satisfactory volume 
of business, finding that people are be- 
coming constantly more conscious of 
true foot-fitting. 


International Calls in Preferred 


Stock 


St. Louis, Mo.—W. H. Moulton, 
president of the International Shoe 
Company, stated that the company was 
calling for redemption on Dec. 1 the 
remainder of its preferred stocks now 
outstanding at $105 per share. Over 
one-half of the preferred stock was re- 
deemed the past June 1, and somewhat 
less than 50,000 shares still outstand- 
ing will represent a redemption price 
of nearly $5,000,000. 


Show New Spring Line 


THIENSVILLE, Wis.—The Gilbert 
Shoe Company, Thiensville, Wis., will 
have its salesmen out with the line of 
new Spring samples Nov. 1. As usual, 
this line of Kali-Sten-Iks shoes for 
children and growing girls shows a 
marked advance in styling, and in- 
cludes many numbers that are expected 
to appeal to discriminating buyers. 


Elliott Shoe Co. Formed 


CLEVELAND, OHI10—The A. H. Elli- 
ott Shoe Co., Inc., has been chartered 
with a capital of 100 shares of no par, 
stock to operate a retail shoe store at 
16509 Kinsman Road, by Virginia 
Rickley, Wilbur H. Brewer and Donald 
C. Van Buren. 


New Store in Salem 


SaLeM, Mass.— LaPorte’s, George 
LaPorte manager, opens new depart- 
ment store at 182 Essex Street, with 
shoe department carrying general lines, 
featuring novelties. 
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DOUBLES SALES ON 


BIRMINGHAM, ALA.—J. Don Cargill, 
buyer for the shoe department of 
Blach’s, makes some interesting com- 
ments on recent trends in this city and 
how they are being coped with. 

Although Birmingham, surrounded 
for the most part by mountains and 


J. DON CARGILL 


mineral lands, is not in very good ag- 
ricultural section, he feels that with 
the recent price-rise in farm products, 
coupled with the fact that the farmer 
has collected cash for plowed-under 
cotton, that the farmer now offers a 
substantial market. 


HIGH GRADE GOODS 


He estimates that there will be sev- 
eral extra million dollars in the farm- 
er’s hands. “We are therefore reach- 
ing out for the farmer’s business,” he 
states. 

An “Alabama Day,” which was held 
a short time ago in this city, offered 
special inducements to make new con- 
tacts and renew old ones in the small 
towns and rural districts. Local news- 
papers distributed extra papers from 
a radius of several hundred miles, the 
railroads generously cooperated with 
reduced fares, and merchants created 
special values. “In this way,” says 
Mr. Cargill, “we all enjoyed good 
business. The contacts made and re- 
newed are to be followed up with di- 
rect mail advertising and in this man- 
ner will help offset the industrial 
inactivity.” 

In the matter of general promotion 
for his own particular business, Mr. 
Cargill says that he is endeavoring to 
stress quality footwear. He believes 
that price has been emphasized so 
strongly that quality has been over- 
looked, and that the general public are 
now beginning to realize that because 
merchandise is low-priced, does not 
necessarily mean that it is the cheap- 
est. He claims that up to date he has 
more than doubled his sales on high- 
grade merchandise, while the cheaper 
grades have fallen off. 

“It is just as easy to sell a custom- 
er right as it is wrong, and no cus- 
tomer can be sold right unless quality 





is considered.” 
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WHERE TO BUY 


Women’s Shoes 


SO 6 a a 





ORIGINAL 


Poh eey 


FOR MEN 
). P. SMITH SHOE CO. 
Chicago, Ill. 
Both lines carried in stock. 
FOR WOMEN 
THE JOHN EBBERTS SHOE CO., 
Buffalo, N. Y. 


Inc. 











KUSH-IN-EZE 


HAND TURNED 
FOOTWEAR 
IN STOCK 

No. 156 Black 


Kid $2.25 
SEND FOR CATALOG 


VAUGHAN-TOWLE CO. 
WAKEFIELD, MASS. 
(Division of L. B. Evans’ Son Co.) 


No. 202 Black 
Kid $2.00 


KEK KILL 





FLEXIBILITY Becomes more 


ry in shoes as the demand 








Quarter Century Record 


New York, N. Y.—In commenting 
on the connection of Joe Levy with his 
firm, Louis Edlestein said: 

“History repeats itself. Joe Levy, 
merchandise man and stylist for Lion 
Shoe Co., has done a good job in re- 
modeling the present home of Lion 
Shoe. He started working in this 
building 25 years ago for A. Stein & 
Co., who then occupied the premises, 
and was with them for 11 years. Af- 
ter his navy service he assisted me in 
forming the Lion Shoe Co. The com- 
pany’s policies of friendliness has im- 
mediately won the response of the 
many retailers in the metropolitan 
area and after a few successful moves 
in the shoe district, Mr. Levy was in- 
strumental in acquiring the whole 
building at 145 Duane Street, the new 
five-story home of Lion Shoe Com- 
pany and where he started on his first 
job at $4.00 a week. 

“Today, Joe Levy is secretary of the 
firm and buyer of ladies’ novelties. His 
method of presenting outstanding pat- 
terns to the trade has brought the 
firm to be one of the leaders in the mar- 
ket. The month of Sept. broke all pre- 


Guarantee Off Counters 


BosTon, MAss.—The guarantee is off 
counters. The Fibre Shoe Counter 
Manufacturers’ Association, now un- 
der the code, has resolved that— 
“There shall be no guarantee on fibre 
counters in any form whatever.” So 
tell the lady who brings in a pair of 
shoes with counters broken down, and 
wants a new pair, to use a shoe horn. 
Counters are better than ever, strong- 
er as well as of neater shape. But the 
guarantee is off. 


Fred Temple With McBryde 


DETROIT, MIcH.—F red Temple, form- 
erly manager of the Detroit branch of 
Alfred J. Ruby, Inc., has been ap- 
pointed manager of the new McBryde 
leased shoe department in D. J. Healy 
Co. department store. 


To Carry Women’s Shoes 


BALTIMORE, Mp.—The Paris Style 
Shop opening at 1109 West 36th Street 
will carry shoes for women in addition 





vious records. 


to hosiery and women’s wear. 





for oon cut style increases. 


i’ para Barer Shoe 


is made by a pat- 
ent flexible proc- 

Write for some of our testimonials. 
SHAFT-PIERCE SHOE CO. 


ess. The materi- 
als used are more 
FARIBAULT, MINNESOTA 


pliable. 
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WHERE TO BUY 


Bowling Shoes 


AO 6 66 6 6 PP I 





PROFESSIONAL 
BOWLING SHOES 
PRICE COMBINATION 
$2.40 SOLES 
Right Foot 
Rubber 
Sole and Heel 
Left Foot 
Buckskin 
Sole—Rubber 
Style No. 224 Heel 


BROOKS SHOE MFG. CO. 
guna & Ritner Sts., Philadelphia 
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WHERE TO BUY 
Spats 


le a a et i lie te hl ie Lee tid 


BOND STREET SPATS 
—En test demand 
because of many years 
consistent advertising in 
national magazines and 
Ly? networks. 
by most retailers 
because of — conned, 
tron "ke merchandising 
helps, — display, 
ackages “ 


We, margin. 
TOCK FOR iMMEDI. 
ATE DELIVERY In full 
selection of fabrics, col- 
ors and sizes, 
samples and pr 
_ a e. 


BOND 
STREET Opals 
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WHERE TO BUY 


Shoe Dressings 
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PECTRUM DYES 


CAVALIER CORP.—BALTIMORE 


SHO£ POLISH Ke 


6 ee 


WHERE TO BUY 


Hosiery Protectors 
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SHOE and HOSIERY 
departments everywhere are 
bullding profits and goodwill 







with genuine 
WALK-EZE 
Stocking Protectors is a) 
They Sell saves 
Themselves “EELS Toe 


Only WALK-EZE'S are 
mads of patented Kemi- 
Suede—the non-injurious 
matirial that Is durable 
—washable—hygienle and 
sweatproof. 


Sizes for Women, Protected by 
Men and Children ws ay 
Outer from your jobber or CAN. 281021 


WALK-EZE Sales Offices.S'amped on every pair. 


Executive Office, Syracuse, N. Y. 
NEW YORK: 1141 Broadway 
CHICAGO: 114 E. Austin Ave. 
CANADA: 729 St. Anteine St., Montreal 














> WHAT’S SELLING 4q 





Scuffed or Fluffed Leather 


PeasoDy, Mass.—Scuffed leather is 
going strong here for shoes for 1934. 
Fluffed leather some call it. A 220 
nap on its surface, and that’s the light- 
est yet. The 220 is the number of the 
abrasive paper that’s used for the 
scuffing or fluffing. It’s so fine that it 
would scarcely scratch a flapper’s nose. 
The new leather is different from any- 
thing that has hitherto been seen. It’s 
embossed, any grain. The embossing is 
scuffed, or fluffed. The tannage is dif- 
ferent, and so is the lubrication. The 
leather has a different feel, as well as 
looks, and by feel is meant the way it 
feels to the hand, and what feels good 
to the hand also feels good to the foot. 


Pre-War Heels 


Lynn, Mass.—Last makers booked 
more orders for low heeled shoes the 
recent week than for many a year. The 
heels are of the 12/8 class, flat and 
broad. Some call ’em collegiate heels, 
others speak of them as campus heels; 
and a last maker described them as pre- 
war heels, and that term goes in the 
last trade though none know if shoe- 
makers will use it. The orders for the 
new low heeled lasts come from the 
novelty houses and are in the women’s 
sizes. 














Rainy Weather Starts Buying 


SEATTLE, WASH.—With a splashing- 
ly heavy rainfall that definitely an- 
nounced the beginning of Puget Sound’s 
rainy season, many weeks overdue, 
Seattle shoe merchants expect increased 
business in both leather and rubber 
footwear. 

Because of the extremely mild 
weather which has prevailed many defi- 
nitely summer shoe styles have been 
worn far past their season, with a con- 
sequent slowing-up of sales in fall 
lines. Shoe men who advertised, an- 
ticipating weather changes, found 
even the weatherman to be wrong. In 
fact, responsibility for the slowing-up 
of local shoe business during the first 
half of October is laid largely to the 
temperature. 


Ankle Muffs 


Boston, Mass.—Ankle muffs, new 
merchandise in Boston stores, are spats 
of woolskin, made with the wool side 
in, and fastening up the front with 
zippers. Just the thing for keeping 
the ankles warm while watching the 
football game, or going motoring in a 
sport car on a cold and blowy day. 





Play to Dancers 

WIcHITA, KANS.—Samra & Farha 
Shoe Co., now beginning their sixth 
month of selling here, are using the 
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fact that there is a dancing academy 
just above them as a theme for an un- 
usual front display. An outer stair- 
way leads up from a semi-enclosed en- 
trance which also leads to the shoe- 
shop. Here is placed a very smart 
cabinet with everything in footwear 
that the dancer may need. 


Woolen Stockings 


Boston, Mass.—Thayer, McNeil are 
featuring woolen stockings in new de- 
signs for the college girls’ trade, also 
for those who go hiking or motoring, 
or to the football game. Thick and 
warm, the thickness being so much as 
to require the fitting of shoes at least 
a half a size larger, and the warmth 
being as warm as toast. The patterns 
are enough to start grandmother to get 
out the old knitting needles, and try 
her skill in fancy knitting. 





THIS WEEK'S BOUQUETS 








Recorder is a Friend 


In my opinion your magazine cannot be 
presented merely in the role of an adviser, 
championing the great issues of our shoe 
industry. The Recorder is much more 
than that. It is a friend, and it is a foot- 
wear encyclopedia. As an adviser it has 
undertaken the task of teaching and lead- 
ing the minds of its readers along lines of 
advancement and information that have the 
effect of a merchandising course, but more 
practical and presented in a delightful way. 
As a friend it has expressed itself very 
plainly and sincerely, making solid alli- 
ances with all sorts of readers, who find in 
its pages sound merchandising, wisdom, 
humor, enlightenment—and all this is given 
out with a gesture of frankness and sin- 
cerity so peculiar to the Boot & Shoe 
Recorder. And I call it a footwear en- 
cyclopedia because I see in its pages the 
most generous expression of modern mer- 
chandising. It acts as if it were a founda- 
tion or an establishmenn affecting millions 
of people with the purpose of spreading 
among them American ways, American 
standards of manufacture, and American 
sentiment. 

I have been an assiduous reader of the 
Recorder for many years; during this time 
it has been a real pleasure to me to ob- 
serve its increasing usefulness and magni- 
fying its opportunities to please and serve 
the millions of footwear users. 


Dr. Peter Kahler, New York 








Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Nov. 4, 1933 








Just think... mod- 
ern, new hotel, in the 
heart of New York— 

200 feet from. Broad- 
way, on: 45th Street. 
A room and bath for one, 


—_—_— 
VVE FOUND 
THE BEST 
HOTEL VALUE 
IN NEW YORK 
CITY - 


KENT 
AUTOMATIC 
GARAGE NEW YorRK 


The last word in convenience and safety 
for your car ,.. occupies its own par- 
ticular compartment . . . offers every 
opportunity for storage by the hour, the 
day, the month . . . with or without 


J 


\ 


a 


service. 


44th St. Near 








Rates $15.00 monthly and upwards... 
Expert repairs on all makes of cars. 


KENT GRAND CENTRAL 


Tel. Murray Hill 2-0460 


Your Car Is Never Touched by 
Human Hands 


Third Ave. 





ts the PICCADILLY 


45th-STREET and BROADWAY @ 


$2.50; for two, $3.50. 


NEW YORK 
WILLIAM MADLUNG, Mng. Dir. 

















MERCHANTS’ NEEDS 





WORLD FAMOUS 
The Political Spotlight 


Home of celebrities — 
the axis of colorful hap- 
penings in world’s most 
eventful city. Request 
rates. 


One 
WILLARD HOTEL 


“The Residence of Presidents” 
Washington, D. C. 


H. P. SOMERVILLE, Managing Director 








Novel Seating Arrangement 


San Drieco, Cautir.—A cozy group- 
seating arrangement created by build- 
ing an open-sided rectangle, booth-like 
arrangement is recommended by W. E. 
Secombe, proprietor of the Lewis Shoe 
Company. 

The open-sided booths break the 
monotony of a long line of chairs, Mr. 
Secombe states. Each booth has space 
for four chairs. The top of the booth 
is slightly higher than the backs of the 
chairs and is covered with rich carpet- 
ing. It furnishes a table like shelf 
where shoes may be placed when taken 
from the wall shelves. The back of the 
booth, not the open front, faces the 
shelving so the customer faces the 
center aisle. The mirrors are at the 
outer ends near the floor. 

The little booths also furnish good 
decorative and display space and give 
a touch of segregation and privacy ap- 
preciated by family groups, Mr. Se- 








WANTED TO PURCHASE 











New Improved 


Pory,Cup 
for Price Tickets 


R225 
half gross 
Tilts at any angle 
M. D. POLLINGER CO. Holland Bldg., St. Louls, Mo. 














combe states. 
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. THE AMERICAN PRINTING x’ LABEL CO.| 
2314-316 E.1Zth St, CINCINNATI. OHI 


7 Veele Row for Samples’ 





WE BUY 

Entire or Surplus Wholesale and _ Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, ¥lorsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Ete. 

IRVIN RUBIN 

“The House of Jobs’’ 
89 Reade St. Cor. Church 
Phone Barelay 7-7887 New York City 








Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc. 


590 Broadway New York 
Phone Canal 6-4298 and 4299 











Sudden Rubber Business 


Boston, Mass.—A blanket of orders 
fall on the rubber shoe trade right after 
the blanket of snow came down in sev- 
eral parts of the country, early in some 
places and deep in others, and some of 
the rubber concerns put their shipping 
departments on overtime schedules so 
as to get out the hurry orders. 


Managing Charleston Vanity 


Branch 


CHARLESTON, S. C.—Dave Itzkovitz 
has opened a branch of the Vanity 
Slipper Shops in this city at 287 King 
Street. He was formerly with the 
Sterling Shoe Store of Savannah for 
five years. Before assuming -charge 
of this branch, Mr. Itzkowitz spent 
several weeks at the home office of the 
Vanity chain in St. Louis taking a 
training course to better fit himself for 
this position. 


New Leed’s Shop 


San Drieco, Cauir.—A new Leed’s 
Shoe Store, a unit in a chain of pop- 
ular price shoe shops, has been opened 
with J. Seaton, formerly assistant man- 
ager in the Leed’s Shoe Store at 1305 
Washington Avenue, Oakland, in 
charge as manager. 





POSTER @ DEUTSCH 
436 Grand St., New York City 
Phone Dry Dock 4-0352 


— BUY FOR CASH — 


entire or surplus stocks of 


SHOES—DEPT. STORES 


Leases assumed Transactions confidential 

















Adds Women’s Shoes 


Mr1aAMI, FtA.—A shoe department for 
women has been added to the Juvenile 
Clothes Shop which is opening in a new 
location, 35 N. E. First Street. For 
several years the shop has been operat- 
ing at N. Miami Avenue and Second 
Street. Henry Aronovitz is in charge 
of the ladies’ shoe department, where 
popular priced lines will be offered. 
Jack Gratz is manager of the children’s 
shoe department. 


Enlarges Store Scope 


Miami, Fra.—A complete line of 
women’s sport and walking shoes is 
being added to the present stocks of 
Lorraine Children’s Bootery, 24 Lor- 
raine Arcade. Many women prefer to 
buy walking shoes in a children’s boot- 
ery than elsewhere because they like 
the styles shown for the growing girl. 
Miss Sara Dorothy, buyer for the Lor- 
raine Children’s Bootery, has just re- 
turned from an extended buying trip 
through the northern markets. 



































Adler-Jones Moving 


CuHicaGco, ILut.—After having been 
10 years at their present location, the 
Adler-Jones Company, well known 
display creators, will move to larger 
and better quarters about Decem- 
ber 1. 

When asked about the move, Mr. 
Adler, president, said: “For 17 years 
we have kept everlastingly at creat- 
ing new designs and ideas in dec- 
oration for our many customers. 
Throughout the depression we kept 
our organization intact, mailed out our 
regular catalogs, and kept our sales- 
men on the road. Now, with steadily 
increasing business, we need larger 
and better quarters. We will occupy 
two complete floors at 521 S. Wabash 
Avenue, directly behind the Congress 
Hotel, close to the retail center of Chi- 
cago, where we shall install new facili- 
ties and machinery in order to serve 
our customers even better.” 








TRADE LITERATURE 








Friedman-Shelby’s New Booklet 


Friedman-Shelby has issued a new 
booklet this month which is an at- 
tractive, pictorial listing of shoes in 
stock for immediate delivery. 

Due to the volume of orders received 
in the middle months of the year, the 
condition of the stocks and factory pro- 
duction rendered impractical the issu- 
ing of their regular catalog. 














WHAT’S NEW 








Promotes New Line 


New YorkK—Lazarus Fried & Sons, 
Inc., of 118 Duane Street, are distribu- 
tors for a new line of shoes for wo- 
men; known as Pedicharm Shoes. These 
shoes are built with arch support and 
comfort features combined with the 
latest styles to meet the demand for 
fashionable footwear. 
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A BUYING GUIDE TO 
OUR ADVEIRTIZERSY 


IN THIF 


IYFUE 


< 





BOOTS AND SHOES 


Bass, G. H., & Co., Wilton, Me...........- 
Brooks Shoe Mfg. Co., Philadelphia, Pa... 53 
Brown Shoe Co., St. Louis, Mo............ 5 
Cambridge Rubber Co., Cambridge, Mass.. 7 
Chase, W. S., Sons, Haverhill, Mass. 50 
Clapp, Edwin, & Sons, Inc., E. Weymouth, 
NS. ke saxtseteesccceneetestenenconees 50 
Ebberts, John, Shoe Co., Buffalo, N. Y..... 51 
Erwin Shoe Co., New York City......... 
Evans, L. B., Sons Co., Wakefield, Mass... 


Florsheim Shoe Co., Chicago, Ill.......... 3 


Freeman Shoe Corp., Beloit, Wis........ 8 
Friedman, B., Shoe Co., New York City... 42 
Golo Slipper Co., Inc., New York City.... 42 


Green, Daniel, Co., Dolgeville, N. Y.2nd Cover 
Lazarus Fried & Sons, Inc., New York 


RD £6 6000004.00 60a bObeesessuertabeeen 42 
Levey Brothers Shoe Co., New York City.. 42 
Lion Shoe Co., Inc., New York City...... 43 
Morris Shoe Co., New York City......... 42 
Mrs. Day’s Ideal Baby Shoe Co., Danvers, 

Ms - ~won~veeucosepSueese eaves esacee a 53 
Nettleton, A. E., Syracuse, N. Y.......... 50 
Old Colony Shoe Co., Brockton, Mass...... 50 
Orthopedic Shoes, Inc., New York City.... 25 


Queen Quality Shoe Co., St. Louis, Mo.... 10 
Richards & Brennan Co., Randolph. Mass.. 50 
Roberts, Johnson & Rand, St. Louis, Mo.. 2 


Saks, M. J., Shoe Corp., New York City.. 
Shaft-Pierce Shoe Co., Faribault, Minn.... 51 
Smith, J. P., Shoe Co., Inc., Chicago, Ill... 51 
Swan Shoe Co., Baltimore, Md 


United States Rubber Co., New York City, 
Front Cover 


Vaughan-Towle Co., Wakefield, Mass..... 51 
Weiss, J., Shoe Co., Inc., New York City.. 43 


LEATHER AND OTHER MATERIALS 


Allied Kid Co., Boston, Mass............ 1 
Evans, John R., & Co., Camden, N. J..30-31 
Goodyear Tire & Rubber Co., Akron, O...26-27 


Hamel Leather Co., Haverhill, Mass., 
Back Cover 


Kistler Leather Co., Boston, Mass........ 
New Castle Leather Co., New York City.. 1 


HOSIERY 


Propper-McCailum Hosiery Co., New York 


EP PS Rr errr rrr 32 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Cavalier Corp., Baltimore, Md............ 


United Shoe Machinery Corp., Boston, 
4-6-37-3rd Cover 


52 


Bs. dwas os 000 68a 05 sdesh 
SHOE ACCESSORIES 
Pollinger, M. D., Co., St. Louis, Mo....... 55 
Simplex Shoe Tree Corp., Chicago, IIl..... 53 
Williams Mfg. Co., Portsmouth, O......... 52 
MISCELLANEOUS 
American Business Papers, Inc........... 39 


American Printing & 
nati, O 


DeWitt Operated Hotels 
Eastern Commercial Travelers Accident 


Label Co., a 


ee ern 41 
Hotel Lexington, New York City......... 46 
Hotel Pennsylvania, Phila., Pa............ 54 
Hotel Piccadilly, New York City......... 55 
Hotels Sinton-St. Nicholas, Cincinnati, O.. 48 
Hotel Willard, Washington, D. C.......... 55 
Irvin Rubin, New York City............. 55 


Kent Garages, New York City............ 55 


Kirsch-Blacher Co., Inc., New York City.. 55 
Poster & Deutsch, New York City........ 55 
Walk Eze, New York City............... 52 


Single Sole Shoes 


LYNN, MAss.— Patents on_ shoes 
with but one sole, recently applied for, 
provide for fastening the shank piece 
of the sock lining, and then lasting the 
upper to said sock lining by the cement 
process, and the attachment of the out- 
sole to the upper as thus lasted by the 
adhesive method. Shoes so made are 
light and flexible. The insole and filler 
being left out there are certain econo- 
mies in this type of footwear. 





New Shoe Construction 


HAVERHILL, Mass. — A single sole 
shoe of new construction has been in- 
vented by Horace W. Murray and is 
being licensed to shoe manufacturers. 

A sock lining is folded over, cement- 
ed, and securely locked to the shank 
piece. To the sock lining and shank 
piece at the forepart, is lasted the up- 
per either by cement or Littleway. The 
single sole is then attached to the up- 
per and the sock lining by any cement 
process. 

This makes a very flexible, soundly 
constructed shoe of permanently secure 
sock lining which can be made without 
additional cost. 





OBITUARY 





Matthew A. Young 

Matthew A. Young, 69, of Young 
and Burton, retail shoe store at Grove 
City, Pa., died recently at his home in 
that city from a heart attack. He went 
to the store in the morning and died 
the same afternoon. He is survived 
by two brothers, William V. and Sey- 
mour R. Young, of Grove City. In- 
terment was made in Grove City. 





Frank A. Lognerico 


LYNN, MAss.—Frank A. Lognerico, 
for some recent years with Colella & 
Leighton, his son-in-law Pasquale 
(Patsy) Colella being president of the 
company, died in Lynn last week. He 
was born in Italy 77 years ago, came 
to Lynn more than 50 years ago, was 
foreman in Lynn factories and was a 
victim of the explosion which wrecked 
the Harney factory in Lynn some years 
ago. The family circle, which survives 
him, is made up of 62 members. 








When writing advertisers please mention Boot and Shoe Recorder 
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NAV Y-BLUE REPEATS 








They'll swing down.sunny pavements in navy-blue suits, 
they'll pin their Spring corsages to navy-blue dresses, for 
navy-blue is as much a part of an American Spring as 
crocuses on the lawns. They wouldn’t be seen in navy- 
blue costumes without navy-blue shoes, and they'll want 


the blue they liked so well last year— 


V ode Kid 
No. 35 
(Marine Blue) 


\é 


| STANDARD KID DIVISION 
ALLIED KID COMPANY 


209 South Street, Boston, Massachusetts 
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WHITE LEVOR GOAT SKIN makes 
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to be: cool, comfortable, sporty, light in weight and a 


delight to wear! 


Men's Summer and Southland shoes what they re supposed 


LET’S NOT EVEN THINK OF ANYBODY RUNNING A TEMPERATURE 
OF 115°... . BUT do you know that millions of men walk around in hot 


weather with shoe temperatures that high? This is only one of the true, 


dramatic facts on which you can build a more satisfying summer business 


with men’s white goatskin shoes. 


GOATSKIN is the coolest, most comfortable leather for shoes. It is self-ven- 


tilating through countless pores and hair cells in the skin. 


ALL WHITE SHOES are 2 degrees cooler on the foot, under the hot sun, than 


white and brown combinations; 3 degrees cooler than 





goatskin: 


JAMES A. BANISTER CO. 
BROWN SHOE CO., INC. 
mummes| CONRAD SHOE CO. 
mms) CHAS. A. EATON CO. 
R. P. HAZZARD CO. 





HOWARD & FOSTER, INC. 
GEO. E. KEITH CO. 
MILFORD SHOE .CO. 


M. A. PACKARD CO. 

C. B. SLATER CO. 
STACY-ADAMS CO. 
STETSON SHOE CO. 

N. B. THAYER SHOE CO. 
WALL-STREETER SHOE CO. 





These leading manufac- 
turers of men’s shoes are 
now showing Southern 
and Summer footwear of 


white LEVOR washable 


ALLEN-EDMONDS SHOE CORP. 
BARNEY, CAPEN & DENHAM CO. 


HEYWOOD BOOT & SHOE CO. 


NUNN, BUSH & WELDON SHOE CO. 


black and white shoes; 5 to 7 degrees cooler than brown 
shades; and 12 degrees cooler than all black. 


GOATSKIN is one of the strongest leathers known for its 
weight. It’s pull resistance is equal to that of calf and 
more than twice that of buckskin. It provides a much 
lighter, easier-to-wear shoe for men without sacrificing 


sole insulation, serviceability and sporty character. 








LEVOR’S WHITE GOATSKIN is dependable, washable 
leather—economical to keep immaculate in appearance— 
proven highly saleable in men’s summer shoes in the past 
season by outstanding stores of the country. 


OFFER something new that is sure to satisfy—that will 
appeal successfully to men’s minds as well as their eyes 
and feet! Look over the lines with white LEVOR goatskin 
models—you’ll want these shoes for your personal wear 


as well as for your retailing. 








G. LEVOR & CO., INc. 


GLOVERSVILLE NEW YORK 
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DURING THE NATIONAL BOOT & SHOE 
MANUFACTURERS ASSOCIATION 
SEASONAL OPENING DECEMBER 5 —~ 8 


All important shoe ac- 
tivities during the show 
can be reached from 
subway in the hotel. It 
is not necessary to go 
above to the street. 
Meet your associates in 
the shoe trade at the 
HOTEL NEW YORKER 
during the show. 











During the shoe show minutes are valuable both for buyers as well as representatives 
of manufacturers of smart shoe lines. 


The Hotel New Yorker offers to buyers every modern hotel facility—plus an immediate 
contact with all important shoe activities. 


The smartest shoe promotions in New York, the latest and most salable styles, com- 
pellin oo displays, the greatest department stores, are just a step away from 
your hotel. 


Just a few minutes from the largest concentration of shoe lines in New York. No 
long taxi rides, bucking heavy traffic. Plenty of opportunity for buying. 


The HOTEL NEW YORKER is in the "heart of the shoe belt." Manufacturers 
and salesmen know when they show their lines here that they are being spread in 
the shadow of the largest shoe orders placed in New York.—'Shoe Quarters"—for 
many important buyers and representatives of leading manufacturers. 


Buyers are quick to say "YES" when they know your line is spread at the HOTEL 
NEW YORKER. [It conserves their time and yours. 


And remember—you get more for your money at the New Yorker. Every room has 
both tub and shower, circulating ice water, Servidor, full-length mirror, radio and bed 
head reading lamps, Four popular price restaurants. 


Make your reservation at once for the National Boot & Shoe Manufacturers Association 
Seasonal Opening, New York, December 5 to 8. 


HOTEL NEW YORKER 


34th St. and Eighth Ave., New York City, Ralph Hitz, President 
Other Hotels under Ralph Hitz direction: Book-Cadillac, Detroit; Netherland Plaza, 


Cincinnati; Van Cleve, Dayton; Ritz-Carlton, Atlantic City. 
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HEALTH is on 

















the INSIDE— 


How many people look on the inside of a shoe 
when they buy? They can’t tell by looking on the 
outside alone, whether the shoe is going to mean 
comfort and relief or whether it’s going to mean 


continued sick, aching feet. 


The shape of the sole on the inside of the shoe determines the position of 
the bones of the foot during walking. If shoes are the wrong shape they 
let bones of the foot become misplaced. This causes an unbalanced condition 
in the foot, cramps nerves, shuts off blood supply and means serious trouble, 








if not corrected. The whole body is effected through reflex nerve actions. 





These shoes are made over the famous 
Brouwer Research Last No. 88 for women 
and have the Foot-so-Port insole. This 
molded, patented insole carries the effective 
Health Spot construction for straightening 
up weak feet and relieving all foot strain. 
After the foot is placed up in the normal 
position—with weight on the outer, weight- 
bearing parts, this shoe is sturdy enough to 
hold the foot there and keep it from going 
back into a weak position. At the same 


BROUWER’ 
east No. 68 


Stock No. SO&8 
Black Kid 12/8 Heel 
6 Eyelet Tie 

Sizes 21%4-11 

Widths AAAA-EEE 


$9.29 


time it allows freedom of circulation and 
foot action in the forepart of the foot— 
absolutely necessary to foot health. 


The results obtained with these shoes are so 
outstanding, that every dealer should make 
them the basis of his health shoe depart- 
ment. At the same time he is laying the 
foundation for a permanent, steady busi- 
ness of life-long customers. Write us for 
further details on our special merchandis- 
ing plan. 


MUSEBECK SHOE COMPANY 


Danville, Illinois 
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Shoe With a Genuine 


4 eS 


THAT MAKE STANDON 


THE OUTSTANDING TENNIS SHOE VALUE / 


















(1) Leather insole STITCHED into 
POSITION. Patented construction. 
U. S. Pat. No. 1,753,872. 


“STANDON” Genuine Leather In- 
sole. No rubber next to the foot. 


“STANDON” trademark stamped 


on insole, none genuine without it. 


New ADDED feature, VENTILATED 
INSOLE to prevent foot odors. 





ENDICOTT-JOHNSON 


BETTER SHOES FOR LESS MONEY 
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: fos No. 5015—Suntan upper 
; a. White cut-out sole with 
5 —aeeaen = green underlay. 
| n i | ; ‘ag | No. 5003—Chocolate 
=. Be > upper. Dark brown 










Men’s 6%—11, $1.00. 
Boys’ 2%—6,93¢. Youths’ 
11—2, 86¢. 















molded sole. White in- 
side foxing. 

Men’s 6%—11, 72¢. Boys’ 
2%—6, 67¢. Youths’ 11— 
2,62¢. Gents’6—10%, 57¢. 













An Instant, 
Smashing 


Success 
in 1933... 


A sure-fire 
Winner for 1934 


OW better than ever, with a ONS TERA ab = Ghee 

new added feature that makes ie No. 5012—White upper. 
it breathe. The startling new tennis Natural crepe sole and 
shoe construction with STANDON foxing. 
patented, ventilated insole made by Men’s 6%—11, $1.00. Boys’ 
a secret tanning process and stitched 24—6, 93¢. Youths’ 11— 
into the shoe. Caught on like wild- 2, O64. 
fire when announced in March. 
Headed in 1934 for a Big Profit 
Year for retailers. ° 















No. 5008—Black upper. 
Grey sole and outside fox- 
ing. Red inside foxing. 

Men’s 64—11, 85¢. Boys’ 
24—6, 79¢. Youths’ 11— | 



















Buyers who have seen our 1934 line 
are outspoken in praise of its style, 
eye-appeal, ruggedness of molded 
soles, and quality of heavy double. 
stitched Duck uppers. They call it a 
masterpiece, a perfectly balanced 
product, with every important part 
having strength comparable to the 
STANDON insoles. 


Order now! STANDON selling 
points enable you to get a full mark- 
up and adequate profits. STANDON 
will be supported in 1934 by dra- 
matic consumer advertising. Our 
salesmen are ready with samples. 






No. 5029 — Girls’ laced- 
to-toe high shoe. White 
upper, sole, foxing, tip. 
Women’s 24—8, 71¢. 
Misses’ 11—2, 67¢. 


























' No. 5021 — Brown can- 
vas oxford with brown 
sole, foxing, tip. Also 
made in white or black. 
Men’s 64—11, 65¢. Boys’ 
| 24—6, 60¢. Youths’ 11— 
2, 56¢.Gents’6—10%,52¢. 




















Nothing takes the place 
of GOOD leather—for insoles 
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with 


WATERPROOF 


FUR CUFFS 
practical 


—as well as beautiful 
& 





i, 





are the only really new gaiter style of the season. Never neces- 

sary to unlace, they go on and off faster and easier. Instantly 

adjustable to all ankles and insteps. Waterproof gusset to top. 

No snaps or fasteners to hurt fingers or damage stockings. 

Smart and feminine in appearance. So practical that they sell 
without effort—without competition. 


RAYNSHU TIES 


Waterproof — that’s the 
secret—impervious to the 
usual effects of water 
and snow. RAYNSHU 
fur cuffs do not mat or 
soak up water. They offer 


THE TEST 
Hold a Ravnshu fur 








cuff under water. Squeeze 
it to make it take on all 
the water it will hold. 
Now beat the cuff lightly 
against the hand. Ob- 
serve that the fur cuff is 
still fluffy and light. Rub 
it softly over your face 
and note the fur is dry. 
Raynshu Tie fur cuffs 





complete protection. Ex- 
clude rain or snow and 
keep stockings clean and 
dry. 

With the fashion trend 
fur-ward - - - fur-cuffed 
gaiters are the accepted 
style - - - and in RAYN. 
SHU TIES they are prac- 


tical as well as beautiful. 






are waterproof. U. S. Pat. 
Pending 


Illustrated BONNIE STYLE with or without far, 


to retail from $1.50 to $2.25. Other styles with 
and without fur to retail from $1.50 to $3.50. 


CAMBRIDGE 


Write RUBBER COMPANY 


or wire for 
samples General Offices and Factories 


See them at 
the nearest 
Branch Office 


CAMBRIDGE, MASS. 
BOSTON NEW YORK CHICAGO AND 
125 DUANE ST. 317 W. MONROE ST. LEADING WHOLESALERS 


600 ATLANTIC AVE. 


@ux@ G==@ Gum 
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